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JUNE 13-14, 1985 


HYATT REGENCY O’HARE ¢ CHICAGO, ILLINOIS 


Sponsored by Business Communications Review magazine this conference 

will provide you with: 

e Revenue and cost information to assess profit potential 

¢ Accurate and unbiased evaluation on the past year’s performance 

° Specific information on how to establish a successful pay phone route 

¢ Insights on how to select the right pay phone system. . . and avoid making a 
major mistake 

@ AND MUCH MORE!!! 


Yes, pay telephones can pay off . . . but not everyone will be successful. Youcan 
gain the competitive edge by attending ‘‘Making Pay Telephones Pay Off.” For 
a complete conference outline, speaker list, registration information and 


brochure call today. 
CALL TOLL-FREE 


800-BCR-1234 


In Illinois 312-986-1432 
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UP FRONT 


You can’t fake enthusiasm. The interest, excite- 
ment, and buying activity at AOE ’85 last month heralded 
the end of the industry’s two-year winter. 

Operators were buying once again, and manu- 
facturers seemed pleased with the business they were 
doing. 

But wait! Isn’t it true operators weren’t buying 
anywhere near what they were buying during the video 
game boom? Why then all the enthusiasm? Why all this 
swelling hope for the future? 

Because it was exactly that attitude which is 
turning this industry around. 

Exhibitors didn’t go to AOE ’85 with great 
expectations but with modest ones. Perhaps they were 
humbled by the drastic decline in sales over the past two 
years. Maybe it was because they took a hard look at 
themselves and realized they could remain profitable if 
they cut costs but not quality. 

Whatever their motivation, the exhibitors’ 
modest expectations were met. And their realism 
spurred a genuine optimism for our industry’s future. 

For several years, some manufacturers—I prefer 
to call them dinosaurs—took the attitude that operators 
existed only as a dumping grounds for their product. 
Now those factories’ names read like the names of 
extinct species like Brontosaurus, Stegosaurus, and 
Triceratops. Ancient history. They died out because 
they couldn’t adapt. 

One of the last of this dying breed, the Tyranno- 
saurus Rex of this industry, Bally Manufacturing, went so 
far earlier this year as to fault the industry as a whole for 
being unable to support Bally in the manner in which 
Bally has become accustomed. According to the 
company’s chairman of the board, Bob Mullane, Bally 
may soon be exiting this industry as a result. 

By contrast, we saw at AOE’85 exactly what kind 
of animal it takes to survive this battle of the fittest. 

Atari, Inc., which is even more recognizeable to 
the public than Bally, exhibited its product in two simple 
unadorned booths at the operators’ springtime showing. 
Some who remembered Atari’s heyday when it ruled the 
coin-op world said such an austere exhibit was beneath 
Atari’s dignity. 

Baloney! 

Atari’s austere exhibit at AOE ’85 was the most 
eloquent response to Bally’s wrong-headed well-publicized 
attitude about this industry. Atari knew it wasn’t going to 
bulldoze anyone with balloons, Frisbees, and stuffed 


Not So Great 
Expectations 


animals in their booth. The only thing operators were 
interested in were the games themselves, and Atari’s 
games were strong. Anything else—the balloons, 
Frisbees, and stuffed animals—was needless expense. 

Bally, on the other hand, chose to erect an 
elaborate mausoleum of an exhibit for its distributors at a 
show it knew operators would not attend. Perhaps such 
mausoleums on an exhibit floor help struggling dinosaurs 
die with dignity among their kind, but the coming 
together of operators and manufacturers at AOE ’85 
showed that the industry can survive if operators and 
manufacturers meet on equal terms. 

Dinosaurs don’t recognize this. But it was 
certainly encouraging to see acompany like Atari show it 
was capable of adapting, and that will be the industry’s 
salvation. 

The industry’s two-year winter was brought on by 
overproduction. We all know that. At AOE ’85, 
Destron’s Ken Anderson said there was one point when 
this industry had an inventory of 120,000 unsold games. 

One hundred twenty thousand unsold games! 

That was created back in the days when 
dinosaurs thought operators existed only as a dumping 
grounds for them, when some manufacturers thought it 
beneath their dignity to be seen in the company of 
operators. 

That attitude has changed. And everyone’s the 
better for it. 

Anderson went on to say he sold more than he 
ever expected he would sell at AOE ’85. He also said the 
people were friendly and happy and, by gosh, the 
industry was fun once again. 

How ’bout that! All this and heaven, too. 

Not only have we survived the winter, but the 
business is becoming fun once again. And manufacturers 
and operators are coming together again. 

I can’t wait for AOE ’86! 

I can’t wait for the future! 


Qs 


—_ 


David Pierson 
Associate Editor 
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AOE ’85: 
The Aftermath 


By Louis Boasberg 
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Inasmuch as New Orleans is a way of life and to bea citizen of New : 
Orleans, like being a citizen of Rome, is greater than beinga king, anything 
I write about the recent AOE Show is prejudiced, slanted, biased, and one- é 
sided, to say the least. 
But even the show’s most ardent detractors have to admit it was a : 
wonderful setting—right on world-famed Canal Street, in the heart of the 
City, with the entrance to the French Quarter right across the street. Held é 
in a beautiful new hotel with practically every room having a view and 
surrounded by more beautiful new hotels across the street and half a ; 
block away, it was a good location. 
Since most famous restaurants and Bourbon Street are within : 
walking distance and everything is ce rally located, the savings on taxi 
fares alone were worth the trip. 
The weather—absolutely perfect. The show itself, much better x 
attended, especially by operators, than anyone thought. 
Many manufacturers and large distributors were conspicuous by X 

their absence—under orders either to cut down on expenses or to show é 
loyalty to their own organizations. But, two coin machine shows within a 
month of each other is just a little bit too much for even the most ardent é 
and enthusiastic show attendees. That’s all the more reason for the 
powers that be in ASI and AOE to get together, iron out their difficulties t 
and have one well advertised, well attended wonderful spring show with ; 
manufacturers, distributors, and operators all getting together and kissing a 
each other in a show of friendship and love. 
The new editor of Play Meter magazine, Carol Lally, deserves a 

great deal of praise for her determination and efforts in putting on the AOE ' 
Show, despite great obstacles and discouraging advice. Whether the AOE 
Show was successful or not is strictly a personal point of view, but one ' 
thing is for sure: everyone from points east, west, north, and south : 
enjoyed themselves and gained a few pounds. : 
So in the future, forget Chicago, Las Vegas, Anaheim, Dallas, San 
Francisco, and Orlando. Let’s have all future industry shows way down : 
yonder in “The City that Care Forgot.” 
| 

] 
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ATTENTION DISTRIBUTORS! 


We are proud to announce our 
appointment as the exclusive 
North American manufacturer of 


COMPLEX-X 


A plug-in conversion for Taito’s Qix, Zookeeper, Space Dungeon or Electric YoYo. 
No soldering or wiring. ALSO AVAILABLE AS A DEDICATED BOARD KIT. 


AND. e ®@ 


TRIVIA MASTER 


The universal P.C.B. trivia kit. Four categories. 
Dipswitch converts cocktail, upright, vertical or horizontal monitor games...one kit fits all! 


TERRITORIES & DISTRIBUTORSHIPS 
ARE NOW BEING AWARDED. 


Ask for Dave Stroud or Rob Robbins. 


TY YX YI IIIII III IIIa iii iii iii iii 


P.G.D. INC. 


1985 Friendship Drive, Suite J @ El Cajon, CA 92020 


619/449-9010 


SEXUAL TRIVIA 


COUNTER TOP- UPRIGHT. COCKTAIL 
CUSTomized Easy To (nStatr Kils AVAILABLE Fo ‘ 
tS * cKTAIL GAN 

YEO GAM orp co 
. 049 MrOo Veg. Gams: Or eS 
ve 


ES* 
* OLD PORE LD COUNTER SOT 


CiacuiIT BOARDS MANUFACTURED BY Gere Hout AECtRronics 


KINKY KIT and GAME CO. 


2854 A STIRLING ROAD, HOLLY Wood FLORIDA 33020 


305-923-5816 
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Letters to 
the editor... 


Operators’ friend 


I would like to write and express 
my sincere feelings for the tragic 
loss of Ralph Lally, a fine publisher 
and friend to all the operators. 

Even though many operators of 
all states and boundaries may not 
have had the opportunity of meeting 
this unique man, he stood up and 
stated fact for fact. He printed the 
truth. He didn’t bend to the power 
of unseen forces as others have 
done. 

He didn’t write for the distribu- 
tors and manufacturers, he wrote for 
the operators and about the opera- 
tors. Mr. Lally stood his ground and 
printed the truth, even though this 
truth could cause great pain. They 
boycotted his magazine and tried to 
destroy him and his writings. But 
the truth still lives within his 
magazine. 

I am proud to have known him. 
He was a good man, a fine man, a 
true friend to all operators. Mr. Lally 
died at the young age of 38. In those 
years, he accomplished very much, 
but most of all, he told the truth. 

He fought for the operator. For 
instance, if a manufacturer made 
junk, he stated simply, it was junk. 
The pressure was his honesty. He 
felt it his duty to inform all of his 
readers no matter what the cost. 
Some turned on him because he 
would not sell the operator out with 
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something he did not believe in. 

The manufacturers were making 
one video after another. The opera- 
tor couldn't keep buying new 
machines, and Mr. Lally kept the 
Operators informed of the better 
machines and the lemons. Some 
manufacturers may not have liked 
this. The manufacturers kept on 
making machine after machine. The 
operator could not try each or even 
half of the machines that were 
manufactured; so they relied mostly 
on Play Meter to help out. Many, 
many operators were forced out of 
business because they could not keep 
up with their competitors. 

Mr. Lally stood up and told the 
manufacturers the operators were 
going out of business, that they 
couldn’t keep up with all the latest 
equipment and come out ahead. 
Finally, we are all in a slump tn this 
industry. 

If Mr. Lally were here today we 


would be well-advised. I had so. 


much confidence in his word. [knew 
he spoke the truth. Everything he 
wrote was based on what we, the 
operators, had told him. Money was 
no fact in the matter. He printed 
everything the operators told him. 
If you want to know the truth, 
read Play Meter magazine. You can 
see how you stand; and, without Mr. 
Lally, I feel a light growing a little 
dim. With the help of Play Meter’s 
new editor and publisher, Mrs. Lally, 
we can all brighten our futures. | 
wish her all the best, and I know she 
will remain as honest as her hus- 
band was. 
Gary Domino 
American Amusement 
Morgan City, Louisiana 


Uplifting story 


Re: “Up Front: Some Still Care 
About This Industry,’ good for you! 

Thanks for the first uplifting 
story I’ve read in a long time about 
the industry. 

We have it posted on our bulle- 
tin boards for all the IDEA gang to 
read. 

Bonita J. DeVale 
IDEA 
Sycamore, Illinois 


SAVE $2000 


Bally Midway Bank Panic 
Dedicated — $2495 
Buy the Kit - $495 


Video Ware, Inc. 


“The Operator’s Distributor” 
600 Clover Street 
Los Angeles, CA 90031 


213/225-1337 
Telex: 295379 TABLEBVISION 


DISTRIBUTORS 
& VENDORS 


COIN-OP 
BAR TOP 


AMUSEMENTS 


es ated 


SOBRIETY CONSULTANT 


3 GAMES IN ONE 


Alcohol ¢ Reflex ¢«Memory 
Sampler Package: $1500/3 units 


Every Night Club, Lounge, 
& Bar needs “The Judge 3000”. 


CALL 615/588-7769 


| MACRA SALES, INC. 


P.O. Box 1585 @ Knoxville, TN 37901 


CHE 
PRICES AND SEE! 


HOFFMAN & HOFFMAN tokens are 
minted under the most rigid quality control 
standards. We match Old World craftsmanship with 
advanced technology. HOFFMAN & HOFFMAN has 
the best prices, fastest delivery, and highest quality 
tokens in the nation. 

CUSTOM TOKENS SHIPPED IN 10 DAYS 
HOFFMAN & HOFFMAN HH 

P.O. BOX 896, CARMEL, CA 93921 


800-227-5813 
IN CA 800-227-5814 


Arrests made in New York & New Jersey 


In a joint venture the end of 
March, illegal gambling machines 
were seized from locations in New 
York and New Jersey. The raid was 
the result of a 19-month investiga- 
tion aimed at eliminating illegal 
gambling machines. Equipment 
confiscated included slot machines, 
poker games, and horse racing 
machines. 

The raid was hailed Slot Stop Il, a 
sequel to a previous sweep in 
January when Slot Stop | netted 18 
arrests and 145 machines seized at 17 
locations. 


Petropoulos 
moves headquarters 


Peter J. Petropoulos, chairman of 
International Sales Marketing and 
Management Consultants, is moving 
his headquarters from Pompano 
Beach, Florida to Atlanta, Georgia. 

Petropoulos has been in the 
sales, marketing, advertising, public 
relations, and consulting business 
for over 40 years, 18 years at his 
Pompano Beach headquarters. 
Petropoulos said of the move, 
“Atlanta is a booming city, active, 
and progressive and | will be able to 
travel much easier from Atlanta 
since it is centrally located.” 

The address of the new facility in 
Atlanta is 409 The North Chace, 
Atlanta, GA 30328. The new phone 
number is 404/252-7292. 

Petropoulos will retain branch 
offices in Ellsworth, Maine, Ger- 
many, and another office in Atlanta. 
He plans to open an additional 
office in Los Angeles, California. @ 
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Brian Hillan of the New York city 
police department said the ‘‘out- 
right contraband” like slot machines 
and horse racing machines were 
obvious but poker machines were a 
different story. “The slot machines 
are obviously gambling devices and 
we don’t even have to prove them 
operable,” said Hillan. “However, 
there is a problem of proving pay- 
outs on credits on the poker-type 
games. Undercover agents entered 
locations to observe or receive pay 
offs for credits.” 

Hillan noted that 36 people were 


——————————— 


—— cal 


From left: 


arrested and 113 machines were 
confiscated in New York taverns, 
manufacturing and distribution 
centers, and other businesses. 


In New Jersey over 500 police 
officers and detectives arrested an 
undisclosed number and an undis- 
closed number of machines. 


Greyhound Electronics, a New 
Jersey manufacturer, had agents 
visit its office. A Greyhound spokes- 
man said, however, the company is 
manufacturing its hit trivia game 
and not poker machines. e 
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Hakan Soderstrom, Owe Laestadius, and Hans Bengtsson of the 


new Cherry Group Company, Cherryforetagen Trading in Sweden. 


Cherry Group opens Swedish office 


The Cherry Group in Sweden has 
appointed Hakan Soderstrom presi- 
dent for a new Cherry-Company, 
Cherryforetagen Trading AB. 


Cherry-Trading will be distribu- 
tor of games and spare parts for the 
Swedish market. 


The company represents, among 


others, Zaccaria and Nintendo for 
Sweden. 

Hakan Soberstrom was earlier 
sales manager for the Cherry-Group 
and has been active in the industry 
for the last 11 years. 

Owe Laestadius is the new com- 
pany’s technical manager and Hans 
Bengtsson the spare parts manager. 


rn 


Roger N. Keesee 


Bally names 
Keesee new CEO 


Roger N. Keesee, executive vice 
president of Bally Manufacturing 
Corp. has added the additional title 
of chief operating officer, according 
to Robert E. Mullane, president and 
chairman of the board. 

Keesee joined Bally in Septem- 
ber, 1983, as executive vice presi- 
dent after 23 years with the General 
Electric Company. His responsibili- 
ties at Bally include overseeing all 
manufacturing, product develop- 
ment, and distribution. 

“Roger’s excellent technical 
knowledge combined with his 
organizational ability and leader- 
ship made his promotion natural,” 
Mullane stated. “As Bally’s chief 
operating officer, Roger will assume 
additional responsibilities,’’ he 
added. 

Keesee was awarded an Electrical 
Engineering degree from Virginia 
Polytechnic Institute and completed 
his Masters work in Electronics Engi- 
neering from the University of 
Virginia. 

Bruce Struckman, Bally’s con- 
troller, has been promoted to vice 
president controller. 

Struckman joined Bally in June 
1982. e 
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JVW buys assets 
of Mylstar 


JVW Electronics, Inc. president 
John C. von Lessen announced the 
acquisition of exclusive worldwide 
rights to certain Mylstar Electronics’ 
microprocessor-based graphics 
technologies relating to the video 
and high technology business. 

Mylstar (formerly D. Gottlieb & 
Co. before the name changed in mid 
1983), a unit of Columbia Pictures 
Industries, Inc. and The Coca- Cola 
Company, was a major designer, 
manufacturer, and marketer of 
coin-operated electronic games 
until it discontinued operations in 
late 1984. Mylstar was the developer 
of M.A.C.H. 3, a successful laser disc 
game, and Q*bert, a coin-operated 
video game and Number One on 
Billboard’s video chart for 33 con- 
secutive weeks. 

Gil Pollack, former Mylstar vice 
president, purchased Mylstar assets 
relating to pinball, and formed 


Premier Technology. 

Founded by three former officers 
of Mylstar Electronics, JVW’s senior 
management team consists of John 
C. von Lessen, president; William 
R. Jacobs, vice president, hard- 
ware/software design; and Ronald 
A. Waxman, vice president, systems 
design. 

According to Boyd W. Browne, 
Mylstar president, the sale to JVW 
includes Mylstar’s new CD-ROM 
player combining video and digital 
sound; Mylstar’s proprietary inter- 
active video graphics development 
system; all M.A.C.H. 3 hardware, 
software, trade name, and patents; 
and the Mylstar Symbolic Debugging 
(MSD) Program for IBM Personal 
Computers. 

Terms of the sale were not dis- 
closed. 

JVW Electronics is headquartered 
in Chicago, Illinois. ® 


FBI raid on copied games 


The FBI, in an effort to thwart 
copyright infringement on video 
games, instigated a two month 
investigation resulting in the arrest 
of several coin operated amuse- 
ment industry people. 

On April 3, following the under- 
cover operation, five people were 
arrested and charged with violation 
of federal copyright statutes. Those 
arrested were Tim O’Reilly of 
Albany, New York; James Yar- 
borough, Y.C. Engineering of 
Levergne, Tennessee; Tom Goss of 
Harlan, Kentucky; Simon Ho of New 


York City; and Jerry Carnes, Lanier 
Space Center of Cumming, Georgia. 


It was estimated that copied 
games were costing legitimate com- 
panies $400 million in sales and 
revenue. 


President Ronald Reagan recently 
signed a bill increasing penalties for 
copyright infringement to $250,000 
and/or six months in jail. 


Play Meter contacted John 
Yarborough of Y.C. Engineering but 
he would not comment on the 
situation. e 


NEXT TIME: 


The Seminars of AOE ’85 
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An industry veteran, W.R. “Bud” 
Patton, died on March 13 at his Cali- 
fornia home at the age of 65. 

Born in Stockton, California, Bud 
followed in his father’s footsteps in 
making the coin-op amusement 
industry his career. His father, D. D. 
Patton founded Patton Music 
Company in the 1930’s in Turlock, 
California where Bud worked after 
school. An outstanding athlete, Bud 
won an athletic scholorship to the 
University of California. 

After a hitch in the army during 
World War II, where he was an 
officer, Bud returned to the family 
business and in 1948 Bud’s father 
semi retired. Bud and his step 
brother, Les Altherton assumed 
ownership of Patton Music after 
D.D. Patton’s death. 

Les retired five years ago and 
Bud and Bud’s son-in-law, Jim Reed 
ran the business. Reed is running 
the business since Bud’s death. 

Long time personal friend, Clyde 
Love, and Bud started several com- 
panies together including Pacific 


W.R. “Bud” Patton dies 


Coin Machine Distributors, Pacific 
Vending Service and American 
Vending Services which were 
merged to form ARA Services in 
1968. They also formed Mineral King 
Broadcasters in 1968, which had two 
FM radio stations and an AM station. 
It was sold to independent broad- 
casters in the late 70s. 

Love noted that Bud was very 
active in the coin op industry having 
served on the board of directors in 
the Automatic Merchandising Asso- 
ciation and the Amusement and 
Music Operators Association. Bud 
was the president of the California 
Coin Machine Association at the 
time of his death. 

“Bud always conducted himself 
with dignity and honesty. He will be 
sadly missed by many friends in this 
industry,’ Love said. 

Bud was survived by his second 
wife, Corrine, a daughter from a 
previous marriage, Chris (married to 
Jim Reed), and three grandchildren. 
Bud’s son was killed in an auto- 
mobile accident 16 years ago. e 


~ AAMA’s Kopke promoted 


American Amusement Machine 
Association Executive Director 
Glenn E. Braswell announced the 
promotion of AAMA Legislative 
Counsel Peter M. Kopke to Director 
of Government Relations and Assis- 
tant General Counsel. 

In making the announcement, 
Braswell commended Kopke’s “‘out- 
standing, diligent service and dedi- 
cation to the entire coin-operated 
amusements industry.” 

Kopke, who joined the AAMA 
staff in 1983, will be designated to 
coordinate the association’s efforts 
to eradicate counterfeit games. He 
will be meeting and briefing 
enforcement officials around the 
country, as well as representing 
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AAMA before the International 
Anticounterfeiting Coalition and on 
Capitol Hill. 


Additionally, he will continue his 
work in the areas of Federal Com- 
munication Commission compli- 
ance requirements and the pro- 
posed Underwriters Laboratories 
safety standard. He will also travel to 
various annual meetings of state and 
local government organizations. 


Since joining AAMA, Kopke has 
prepared the Copyright Protection 
Manual, Legislative Kit, Revised FCC 
Compliance Guide, Underwriters 
Laboratories safety standard 
submission, and the monthly Legis- 
lative Digest. « 


Salary freeze and 
lay offs at Atari 


Atari, Inc. Sunnyvale California, 
has trimmed its staff and imple- 
mented a salary freeze across the 
board. 

Namco recently took over con- 
trolling interest in the company and 
Namco’s Hideyuki Nakajima was 
named president of the firm. 

Thirty employees primarily in 
engineering and administration 
were laid off April 1. Executives of 
the company took pay cuts from five 
to 20 percent. Directors took a five 
percent cut, vice presidents took a 
ten percent salary reduction, and 
Nakajima took a 20 percent cut. 

A salary freeze took effect on 
April 1 for next year for all 
employees. The company said that if 
market conditions improve signal- 
ing a rise in profitability, it would 
consider thawing out the salary 
freeze. e 


Ferchen named 
president of Bally 


Dave Marofske, president of 
Bally Midway Manufacturing Com- 
pany turned in his resignation effec- 
tive March 29, 1985. Maurice Ferchen, 
who replaced Bill O’Donnell as pre- 
sident of Bally’s Aladdin’s Castle 
division in late 1983, will assume the 
position vacated by Marofske. 

According to a Bally spokesman, 
Ferchen will remain as president 
“until a new president is named.” 
Ferchen will be pulling double duty, 
as he will also retain his position as 
president of Aladdin’s Castle. 

Ferchen came to Bally from 
Montgomery Ward where he was a 
district manager. 

Marofske was named president 
of the company in early 1980 having 
been a 20 year veteran of Midway. 
He took over the presidency from 
Marcine Wolverton, one of the 
company’s founders. * 
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OF THE BIG APPLE 


at the 
3rd ANNUAL 


NCMI Seminar Scheduled for May 30-31 
at The Loews Summit Hotel in New York 


Maintain the drive in ‘85! 
Call Carol at: 
(305) 491-0177 


EXPLORE 
YOUR 
OPTIONS 


Registration fee $100.00 
Includes all sessions, meals, 
and reception. 
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There will be_ people in our group attending. 


Michigan court rules 
video poker machines legal 


After three years of litigation, the 
Michigan Court of Appeals unani- 
mously ruled that video poker 
machines that give free games to 
winners are not illegal gaming 
devices under state law. The ruling is 
a victory for Automatic Music and 
Vending Co. which owned such a 
machine confiscated by the Michi- 
gan Liquor Control Commission 
from an Eagles club in 1982. 

A three-judge panel of the Court 
of Appeals ruled unconstitutional a 
provision in Michigan’s gaming law 
that legalized only “mechanical 
amusement devices” giving 15 or 
fewer replays, while those allowing 
more free replays remained illegal. 
In its March 18 decision, the court 
found the distinction “vague and 
arbitrary.” It also upheld the right of 
the machine’s owner to challenge 
the seizure in court even though it 
was not a party to the liquor com- 
mission’s administrative action 
against the club which held a state 
liquor license. 

The controversy began in March 
1982 when two liquor commission 
inspectors visited Aerie No. 3677 of 
the Fraternal Order of Eagles in 
Sanford, Michigan. There they 
played a draw poker video game 
owned by Automatic Music and 
Vending Co., and one inspector 
won 54 free games. The bartender 
told them that the games could not 
be traded for cash. 

Two months later, the inspectors 
returned to the club, played the 
machine again, confiscated it as an 
illegal gambling device and filed a 
complaint with the commission 
against the club. Calling the machine 
a game “partly of skill and partly of 
chance,” a hearing commissioner 
ruled that it was an unlawful 
gambling device under the gaming 
law and fined the club $250. The 
commissioner denied a request by 
Automatic Music and Vending Co. 
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to participate in the proceedings. 

The full commission upheld the 
ruling, and Automatic Music and 
Vending Co. went to court. 

In its decision, the Court of 
Appeals upheld the right of the 
machine owner to participate in the 
legal proceedings although it was 
not a party to the liquor commis- 
sion’s administrative action against 
the Eagles club. ‘“‘It was that 
company’s machine that was con- 
fiscated and, therefore, it was 
aggrieved in this action. Further, the 
decision in this case will affect its 
total business with like machines,” 
the court said in a joint opinion by 
Judges Donald E. Holbrook Jr., 
Walter P. Cynar, and Tyrone Gilles- 
pie. 

Then interpreting the language 
and legislative intent >f Michigan’s 
gaming law, the court addressed the 
question of whether free replays are 
“reward,” “profit,” or a “thing of 
value” within the meaning of the 
statute. The court concluded that 
the state Legislature had intended 
“to legalize machines which are 
games having an element of skill 
and where the ‘reward’ is limited to 
free games and does not include 
pecuniary (relating to money) or 


merchandise awards.” 

The Court of Appeals invalidated 
the statutory distinction based on 
the maximum number of free games 
allowed to accumulate. “We are 
unable to fathom either what the 
Legislature meant by 15 games. 
What is meant by one replay? What 
is the purpose of prohibiting a 
‘knock off’? button or making 
record(ing) of free games illegal? 
Why is 15 free games legal and 16 
free games illegal?” the court said, 
adding, “These are all questions 
which in our opinion make this 
portion of the (gaming) act uncon- 
stitutional.” 

In a concurring opinion, Judges 
Cynar and Holbrook also criticized 
the liquor commission on practical 
grounds for even pursuing the 
matter, which they characterized as 
“the most trifling.” The judges said 
they could picture investigators 
“pursuant to their traveling orders, 
attending charitable and commu- 
nity events, scientifically evaluating 
various devices for violations. Oh, 
what victories will be gained by 
locating and confiscating devices 
which reward the player with a 
replay.” * 

—Reported by Eric.Friedman 


Memetron licenses games 


Memetron, an Elk Grove Village 
manufacturer, recently licensed its 
first kit titled Attack of Savage Bees 
from Saturn, Savage Bees for short. 

The company, begun a year ago 
by Larry Seigel, a former Stern 
employee, licensed the game from 
Capcom of Japan. Capcom is the 
company that gave us Vulgus (SNK) 
and 7942 (Williams). 

Joe Kaminkow, Memetron’s 
director of marketing and sales said, 
“Sometimes a game comes along 


and you think how lucky you are to 
get your hands on it first. Well, that’s 
how this game is.” 

Kaminkow was the creative 
genius at Williams behind such 
games as the current mega hit, 
Space Shuttle, Defender pinball, 
and was in charge of licensing such 
games as 1942, and Aeroboto. 

Kaminkow left Williams after 
four years as product manager. He 
hinted that there may bea pinball in 
Memetron’s future. * 


PLAY METER, April 15, 1985 


Status Game Corporation has 
established new gaming machine 
and amusement game distribution 
routes in the Las Vegas and Reno, 
Nevada, areas and has reached 
agreements with distributors and 
route operators to place its amuse- 
ment games in Hawail. 

The company has also opened a 
sales and service office in Reno, 
which will supplement its existing 
Western manufacturing and sales 
facilities in Las Vegas. As a result of 
recent contracts to supply amuse- 
ment games to a large group of 7- 
Eleven franchised stores in the Las 
Vegas area and the acquisition of a 
San Diego operator of 300 amuse- 
ment games on San Diego-area 
naval bases, Status has increased to 
600 the number of machines it is 
operating in those markets, the 


WE’LL STRIKE UP 


company said. 

Among the products being dis- 
tributed in the new routes is Triv- 
Quiz, a video amusement game 
developed and manufactured by 
the company, which was just ranked 
as the fourth most popular game in 
the United States by Play Meter 
magazine. The company recently 
completed the software for a British 
version of Triv-Quiz, and will be 
shipping sample machines to brew- 
ery-owned pubs in the United King- 
dom within three weeks, Status said. 

Irving Yaffa, chairman and presi- 
dent of Status Game, also noted that 
the company’s new video laser disc 
game was well received at the 
International Gaming Exposition in 
Las Vegas and will be in production 
within six weeks. 

Status Game recently announced 


LET US BE YOUR DRUMMER! 


nN YOUR ADVERTISEMENT TODAY! 


CALL: 504/488-7003 
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PLAY METER 
PUBLISHED BY SKYBIRD 


P.O. BOX 24970 @ NEW ORLEANS, LA 70124 


Status starts routes 


that it will open expanded head- 
quarters and manufacturing facilities 
in Newington, Connecticut, in 
May. = 


DIRECTORY ADDENDUM 


Cardinal Amusement Products 
507 Stage Road 

P.O. Box 2219 

Auburn, AL 36830 

Phone: 205/826-7056 
Toll-free: 800/421-0667 
President: Fred Byrd 

Sales Mgr.: Brisbon Skiles 
Tech. Engineer: Greg Bryant 
V.P. Software: Tim Johnson 
V.P. Marketing: Keith Davis 
V.P. Research: Ken Goodman 
Artist & Ad Director: Rick Alby 
Product line: manufacturer of 
conversion kits 


PLAY METER, April 15, 1985 


— 
™N 


18 


THE 
CALENDAR 


April 26-May 1 
AMOA Executive Development 
Program, Session V, Notre Dame, 
South Bend, Indiana. Telephone 
312/654-2662 


May 9-11 
Ohio Music & Amusement Associa- 
tion, Hyatt Regency/Ohio Center, 
Columbus, Ohio. Contact Paul Corey, 
614/221-8600. 


May 11-12 
Indiana Amusement & Music Opera- 
tors Association, Indiana State Pool 
Tournament, Howard Johnson's East, 
Indianapolis, Indiana. Contact David 
Dougan, 812/362-8217. 


May 16-18 
Wisconsin Amusement and Music 
Operators Association Trade Show 
and Convention at the Fox Hills 
Resort at Mishicot (near Green Bay), 
Wisconsin. Telephone 414/529- 
4704 or 414/45-7689. 


May 30-June 2 
Amusement & Music Operators of 
Texas Convention, Hershey Hotel, 
Corpus Christi, Texas. Contact Don 
McCullough, 512/454-8626 or 
Vancie Todaro, 409/779-8666. 


June 7-8 
California Coin Machine Association 
Annual Convention, Hyatt Regency, 
Monterey, California. Contact John 
Wendt, 916/441-5451. 


June 6-9 
Coin-Operated Industries of 
Nebraska General Meeting, 
Ramada inn Central, Omaha, 
Nebraska. Contact Ted Nichols, 
402/727-1822. 


June 21-23 
Illinois Coin Machine Operators Asso- 
ciation Annual Meeting, Holiday Inn 
East, Springfield, Illinois. Contact Art 
Seeds, 312/369-2406. 


June 21-23 
Music & Amusement Association, Inc. 
(New York) Annual Convention. 
Contact Ronald Koppelman, 
212/245-7550. 


July 9 
Missouri Coin Machine Council 
Annual Business Meeting, The Gas 
Light Room, Macon, Missouri. Contact 
Art Hunolt, 816/359-3022. 


July 13 
Washington Amusement & Music 
Operators Association Quarterly 
Meeting/Nomination of Officers, 
Thunderbird Motor Inn, Yakima, 
Washington. Contact Yvonne Kline, 
509/457-5891. 


ShowBiz 
plans convention 


ShowBiz Pizza Place is planning 
its first annual franchise convention 
May 2-4 at the Holiday Inn/DFW 
South in Irving, Texas. 

ShowBiz Pizza Place and Pizza 
Time Theatre’s Chuck E. Cheese 
division announced in mid 1984 
plans for a merger. Robert Brock, 
president of Brock Hotel Corpora- 
tion, parent company of ShowBiz, 
said the merger should be complete 
in early May. 

At the present time there are 113 
company owned ShowBiz Pizza 
places and 96 franchise locations; 51 
Chuck E. Cheese locations currently 
under ShowBiz Management con- 
tracts and 108 Chuck E. Cheese fran- 
chise locations. 

According to Gene Cramm, 
director of games operations for 


ShowBiz, the purpose of the con- 
vention is to listen to franchisee 
ideas, share ShowBiz’s commit- 
ments, and view new products. 


ShowBiz will host attendees to its 
new “Skills & Thrills’ package it is 
utilizing in its own locations. This 
package includes interactive anima- 
tion (the characters interact with the 
audience), family vision (new pro- 
gramming shown on ascreen in the 
main showroom), and a game 
package (includes Strike Zone, 
Putter Golf, Air Hockey, Pop-A- 
Shot, Bowler Roller, and Space 
Shuttle.). 


Companies wishing to partici- 
pate in product showing may 
contact Gene Cramm at ShowBiz at 
214/258-8507. @ 


Wendell McAdams 
named president of Game Plan 


Wendell McAdams, acting presi- 
dent of Game Plan, Inc. for the last 
three years, has been officially 
appointed president of the Addison, 
Illinois based firm. 

A coin-op veteran of over 30 
years, McAdams has experienced 
every cycle in industry related con- 
ditions. In sharing certain thoughts 
during a recent interview, he 
strongly urges all to “react with opti- 
mism as the industry slowly but 
surely enters into a more healthy 
climate.” 

“Let’s be positive,’ McAdams 
stated, “this industry will continue 
to exist because the true profes- 
sionals have once again assumed the 
role of leadership necessary to re- 
establish orderly growth.” 

McAdams continued, “manu- 
facturers must commit to excellence 
of design and channel new, high- 


income producing equipment 
through the distributor to the 
operator. € 


Wendell McAdams 
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NPTC and Nationwide sign agreement 


Nationwide Vending Services, 
Inc. of Upland, California, and 
National Pay Telephone Corpora- 
tion (NPTC) of Los Angeles, have 
signed a joint agreement whereby 
Nationwide Vending will represent 
the NPTC credit-card telephone for 
its national accounts. 

This venture brings together two 
veteran sales and marketing pro- 
fessionals, Ross Scheer, president of 
NPTC and Fred Pollak, president of 
Nationwide Vending. Both are 
well-known to the coin machine 
industry, Scheer at Bally Manufac- 
turing and Pollak at Rowe Manufac- 
turing and ARA Services. 

“More than a year ago Ross and | 
met at our newly-opened offices in 
Upland after | had learned that he 
had started a telephone company,” 
Pollak said, ‘‘Ross and | got together 


CREDIT CARD PHONE 


soon after NPTC had installed its first 
credit-card system in Las Vegas. We 
were greatly impressed with the 


organization that Ross and Neil 
Rosenstein, chairman of NPTC, had 
put together.” 

Dan Brown, vice president of 
Nationwide and Ilbert Mednicoff, 
vice president of National Pay Tele- 
phone Corporation have met with 
the principals at Amtrak, Omni/ 
Dunfey Hotels, T.G.I. Friday’s, Steak 
& Ale, and Bennigan’s, clients of 
Nationwide Vending, for installation 
of the NPTC credit-card phone. 

“Credit-card telephones, unlike 
coin telephones,’ according to 
Scheer, ‘‘are legal everywhere. They 
do not have to be approved by local 
public utilities commissions and we 
will be expanding our computer 
network from Las Vegas and Chicago 
to New York City, Los Angeles, and 
Miami/Ft. Lauderdale within the 
year.” ® 
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INTRODUCING SPEEDLIMIT 


The TALKING reaction game that 
defies you to beat it!!! 


Don’t let SPEEDLIMIT tell you 
“YOU ARE A SPACE CASE.” 


Don’t wait for your customers to ask, “Where’s my Speedlimit.” 
Call now for your factory pricing and further information. 


Setal EK Ine. 


e Attract Mode — Invites Play 
® Complete Service Facility ¢ Made in U.S.A. 


CALL TODAY 1-800/227-6947 
CALL TODAY 1-800/227-6947 
CALL TODAY 1-800/227-6947 


How many times have your heard the statement, 
“I CAN DO BETTER THAN THAT”? 


SPEEDLIMIT is the game that lets people prove it. 
SPEEDLIMIT is a challenging, fun experience. 


1665 E. 18th Street, Bldg. 208 
Tucson, AZ 85719 


602/624-7165 
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Minnesota operator 
holds pool tournament 


The C&N Sales 8-Ball Pool 
League’s Annual Singles Tourna- 
ment was held in Mankato, Minne- 
sota, January 5 and 6. 

The tournament included 256 
men and 64 women. The tourna- 
ment format was double elimination 
with preliminary flights of 16 players 
in the men’s division and eight 
players in the women’s division. The 
top two qualifiers of each flight 
moved into the finals for a double 
elimination championship flight. 

The veterans of the C&N pro- 
gram are challenged more every 
year, but the experienced players 
were able to capture the champion- 
ship with excellent mental play and 
tremendous pressure shooting. 

Winning the men’s and women’s 
division were Mike Pietan, Oleander 
#1 and Peggy Fortney, Still #1, both 
of Mankato. 

Pietan, a member of the fourth 
place men’s national contender two 
years ago, fought through the 
loser’s bracket in the preliminary 
flights and repeated the feat in the 
finals. In the finals Pietan defeated 
nine opponents including the 


orca iN 


eee 
|, (eee a 


+ ae +0 ees + eee - 


tournament leader, Rex Sparks, 
Sneaky Pete’s. 

In the grand finale, Pietan 
became the 1985 C&N Sales Men’s 
Singles Champion sweeping the set 
3-0, winning $900 in prize money. 
Second place and $450 went to Rex 
Sparks. The honors for third and 
fourth, plus $250 and $190, went to 
Doug Anderson, Buckhorn Bar, and 
Bill Bohrer, team mate of Pietan’s, 
respectively. 

The women’s side was similar as 
Peggy Fortney, the first woman in 
Valley National history to earn a 30 
Zip award, fought her way through 
the loser’s side of the preliminaries 
to gain entry into the final 16. 

In the finals, Fortney won three 
matches on the winner’s side before 
challenging last year’s women’s 
singles champion, Pam Greene. 
Green seemed to be on her way toa 
repeat as she knocked Fortney into 
the loser’s side. Fortney then faced 
Barb Erickson, Oleander. The 
deciding game was won by Fortney, 
setting up a rematch with Greene. 
Fortney, like Mike Pietan, had to 
win two 3 of 5 sets, and did it with 3- 
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2, 3-0 matches. 
Fortney won $300 and the 1985 
C&N Sales Women’s Singles Cham- 


C&N Sales president Harlow Norberg 
is pictured with tournament champions 
Peggy Fortney and Mike Pietan. 


pionship. Green took the runner-up 
title and $150. Finishing third and 
capturing $80 was Barb Erickson. A 
strong fourth place showing and $60 
was won by Patty Oslund, Blue 
Onion. 

Over $5,000 was paid out in the 
tournament and also there was a 
bonus event for those who lost their 
first two matches. The hardluck 
champions were Nena Fezzler, 
Stone Toad, and Graig Blackstad, 
Klossner House. 

A special feature for spectators 
and players was the opportunity to 
challenge Mike Massey, profes- 
sional pool player/entertainer. 
Mike delighted folks with his pleas- 
ing conversation and excellent 
playing skills. 

Other special guests from the 
industry were Jim McDermott and 
Chuck Potter, McDermott Cue 
Manufacturing; Jim Stansfield, Sr. 
and Gary Nelson, Stansfield 
Vending, LaCrosse, Wisconsin; and 
Bill Nemgar, the National Tourna- 
ment Director, Valley National 
8-Ball Association. e 
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Cc Timed local & long distance calls 1] Exterior-interior phone 

(] Free 800 & 911 capabilities 1] Pre-pay multielectric coin 
(J Uses standard business lines mechanism 

() Capable with MCI, Sprint, efc. 1] Digital LED electrical display 
CJ Per coin time accumulation 


tel, [1] Program chips for local, toll, & long 
(J LED indicator light displays distance rates 

remaining time 
[] Heavy duty black polymer paint 
(1) Adjustable timing for calls 
[) 16-gauge steel construction 
(J Full one-year warranty 


[] Locking coin drawer 
[] Premium stainless steel construction 


[} Plus all the “other features” of a 
quality pay phone 


These two exciting models are only part of our Tonk-A-Phone story. In fact, we 
have the most complete line of FCC Registered pay phones" available on to- 
day’s market. A total of 12 models. Especially our real money maker...the metered 
cordless Dine-A-Phone® that can be taken to the customers’ table while they 
dine. In all configurations and sizes. ll If you’re serious about an exciting and 
financially rewarding future...contact our Sales and Marketing 
Department. @ All dealer and distributor inquiries are welcome by calling 
(612) 471-0126. & 
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(77) TONK-A-PHONE, INC." 


[| P.O. Box 388, Spring Park, Minnesota 55384 
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Williams Electronics 
announces profit 


Louis J. Nicastro, the chairman of 
the board and president of Williams, 
announced at the annual meeting 
that Williams anticipated that it 
would realize a net profit of between 
$600,000, or eight cents per share, 
and $800,000, or 11 cents per share 
for the second quarter of fiscal 1985 
ending March 31, 1985. In the cor- 
responding period of fiscal 1984, 
Williams sustained a net loss of 
$2,979,000, or 40 cents per share. 

At the annual meeting, the 
stockholders of Williams elected the 
following seven persons to serve as 


directors: Louis J. Nicastro, Norman 
J. Menell, George R. Baker, William 
C. Bartholomay, Charles A. Koppel- 
man, William E. McKenna, and 
Harvey Reich. 


The stockholders also approved 
the grant of a stock option to Nicas- 
tro in consideration for his agree- 
ment to accept a salary reduction, 
ratified the appoint of Ernst & 
Whinney as Williams’ independent 
auditors for the 1985 fiscal year, and 
rejected a stockholder proposal 
relating to stock option plans. e 


‘Crazyball gets warm 
operator reception 


Kiddie Rides USA is overwhelmed 
at the interest in its novelty game, 
Crazyball. It’s not a new piece but 
the reaction to it is. Mel LaForce 
explains, “‘The skill games are 
extremely popular right now and 
this is a skill game. The operators are 
looking to simple, cost competitive 
equipment and Crazyball fits their 
needs.” 

Though the kiddie ride market is 
basically a direct sale market, Kiddie 
Rides USA will distribute Crazyball 
through distributors. “I can’t believe 
the interest from distributors,” 


LaForce stated. 

The object of the game is simple. 
Two players operate guns that rapid 
fire steel pellets at plastic balls as 
they pop out from the sides of the 
play area. The score is electronically 
registered as the time lights slowly 
shut off. Each player tries to score 
goals while protecting his own goal. 

“I can see operators buying this 
machine for every tavern in the 
country,’ said LaForce. “Every 
arcade amusement center and 
theme restaurant should have one 
also.”’ 


Poston joins Penn-Ray Corp. 


Kenneth Poston has been ap- 
pointed by Penn-Ray Sutra Corp. to 
be its representative in the states of 
Louisiana, Mississippi, Texas, Arkan- 
sas, and Oklahoma. 

Poston has over 35 years experi- 
ence in the coin machine business 
and for the past several years was the 
sales representative for Peach State 
Distributing Co. of Atlanta, Georgia. 

“We are pleased to have Kenneth 


with us and are looking forward toa 
long and pleasant relationship,” 
said William Ray, president of Penn- 
Ray. 

Poston will be working in 
Shreveport, Louisiana. His address is 
2906 Frostwood, Shreveport, LA 
71108. He may be contacted at 318/ 
688-1659 or by calling Penn-Ray’s 
toll-free number 800/523-8934 and 
they will have him call you. e 
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Bally Banner showcases equipment 


on hand assisting the Bally Banner 
sales force in demonstrating the fea- 
tures of the new equipment. 


On February 24, Bally Banner's 
Philadelphia branch held a success- 
ful vending equipment showcase 
highlighting the latest equipment 
from Automatic Products/RMI and 
Moyer-Diebel. 

With over 200 in attendance and 
a sumptuous buffet, the day was a 
“complete success” according to 
vending sales manager, Alan Moss. 
Manufacturers representatives were 


Very well received was the new 
Automatic Products 6000/7000 series 
glass front with dill acceptor and the 
new MDM 15 selection cold drink 
merchandiser. Over $5,000 worth of 
door prizes were awarded to several 
of Bally Banner’s lucky customers.@ 


Ohio operator holds 
pool tournament 


The Second Annual Can/Am 
Team Tournament was held at 
Route 66, Defiance, Ohio, on March 
23 and 24, 1985, hosted by A. van 
Brackel & Sons, Inc. of Defiance, 
Ohio. The event included men and 
women’s teams from Town and 
Country Amusement, Windsor, 
Ontario; Jack Eiser Sales of Fort 
Wayne, Indiana; and A. van Brackel 
& Sons. 

The tournament began with 24 
teams using eight tables. The visiting 
teams drew from the teams from 
Ohio to start the first set of matches. 
Valley National 8-Ball League Rules 
were used to govern the tourna- 
ment. 
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Six teams in the men’s division 
and four women’s teams started the 
final matches Sunday morning. 


After four hours of play, the 
Riviera men’s team won the All Star 
Team Championship without a loss, 
and the Rivieria women’s team won 
the women’s division. 


Other winners in the women’s 
division were: second, Jack Eiser All 
Stars #1; third, Jack Eiser All Stars #2; 
and fourth, Lady Genesis #2. 


Other winners in the men’s 
division were: second, Kozaks; 
third, Defiance #1; fourth, Defiance 
#3: fifth, Poor Johns; and sixth, 
Royal Dell. * 


Management firm 
lands 
national accounts 


Steak & Ale, Bennigan’s, Magic 
Pan, and Howard Johnson’s Ground 
Round restaurants have all selected 
Nationwide Vending to be their 
single-source to provide cigarette 
vending and video amusement 
games for their locations. 

Fred Pollak, president, said, “the 
S & A Restaurant division of Pillsbury 
selected our organization to test the 
feasibility of our single-source con- 
cept in several regions for both 
Steak & Ale and Bennigan’s loca- 
tions’? They chose Nationwide 
Vending, he said, from among other 
vending companies interested in 
furnishing cigarette vending ma- 
chines to all of their restaurants 
under one national contract. 

Nationwide’s operations group 
administers and supervises the activ- 
ities of more than 300 local indepen- 
dent vending operator/affiliates 
who work under Nationwide’s sub- 
contracts. 

Pollak also announced an agree- 
ment had been reached for Nation- 
wide to represent National Pay 
Telephone Corp.’s credit card tele- 
phone. e 


NCMI meeting in 
New York 


Arthur Fein, president of the 
National Coin Machine Institute 
(NCMI), an operators’ association, 
announced the third annual NCMI 
seminar will be held in New York 
City. 

Fein noted this is the first time a 
national trade association nas held 
its national meeting in New York 
City. All vending operators are 
invited to attend. 

The annual meeting and seminar 
will be held on Thursday and Friday, 
May 30 and 31, 1985, at the Summit 
Hotel in the heart of Manhattan. @ 
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Irwin Knigin 


Williams 
tabs Knigin 


Irwin Knigin has been appointed 
western regional manager at Wil- 
liams Electronics, Inc. according to 
the company’s vice president of 
sales, Joseph Dillon. 

Knigin will be based in Los 
Angeles and will be responsibile for 
distributor sales of Williams pro- 
ducts in the Western United States, 
Alaska, and Hawaii. 

Knigin has over 20 years experi- 
ence in the coin-op amusement 
industry. Before joining Williams, 
he held various sales and manage- 
ment positions at Seeburg and 
Circle International. 

Commenting on the appoint- 
ment, Dillon stated, “Irwin is an 
experienced and welcome addition 
to our sales staff. His newly created 
position will increase the direct con- 
tact interaction between the field 
and Williams manufacturing opera- 
tions which will enable us to be even 
more responsive to our customers’ 
needs and requirements.” 


COMING SOON: 
Play Meter’s 


Special Arcades 
Issue 


Tornado holds 
zoo world open 


The Dallas Convention Center 
was the site for Tornado’s $3,500 
foosball tournament co-sponsored 
by Dallas Radio Station KZEW and 
North Texas Tornado Distributing. 
The tournament reportedly drew 
170 entries from Texas, Oklahoma, 
Kansas, Arkansas, and Alabama. 

In the Friday night “Draw Your 
Partner’ competition, San Antonio’s 
Rick Micis and Houston’s Andy 
Ellard took first place honors. In the 
amateur class, Harold Berry won 
both doubles and singles, with 
partner Chet Rice in doubles. Both 
of these players hail from the Dallas 
area. 


In the pro classes, John and 
Daniel Smith from Pasadena, Texas, 
took first with Kevin Keeter of Tulsa 
and Steve Swearinger of Fort Worth 
getting second. Robert Janac and 
Andy Ellard fought their way to 
third. 

In pro singles Steve Swearinger 
came out on top over doubles 
partner Kevin Keeter who took 
second and John Smith third. The 
open mixed competition saw Steve 
Swearinger and Shelli Brown of 
Dallas taking first over Kevin Keeter 
and Susan Moore of Fort Worth. The 
Dallas team of Betty Robinson and 
Reggie Congleton took third. ® 


Four operators to sell 


Coins cigarettes 


Brown & Williamson Tobacco 
Corp. has signed agreements with 
four national vending operators. 
According to the Louisville com- 
pany, this agreement will provide a 
potential 66,000 additional outlets 
for Coins, the first private label 
economy brand made especially for 
use in vending machines. 

Coins will now be available in 
vending machines operated by 
Macke Corporation; Canteen Cor- 
poration; and its subsidiary, the 
Rowe Corporation; and Interstate 
United Corporation. Coins was 
introduced in early February. 

In announcing the new cus- 
tomers, Irv Otte, director of vending 
for Brown & Williamson said, “We 
view Coins, with its accompanying 
suggested price reduction, as an 
ideal solution to the problem of 
declining vending sales nationwide. 
These four industry leaders each 


share our view, and the increasing 
consumer response justified our 
belief.” 

While Coins carries a manufac- 
turers’ suggested retail price of 25 
cents less than popular-priced ciga- 
rettes in the same vending machines, 
Otte noted that all prices ‘remain 
optional with wholesalers and ven- 
dors. 

Coins is available in two brand 
styles: king size and king size filter 
lights, and is packaged in red with 
gold lettering and beige with red 
lettering, respectively. The brand is 
being manufactured for and distrib- 
uted through NVBG, Inc. of Miami, 
Florida. 

Brown & Williamson Tobacco 
Corp. is also the manufacturer of 
KOOL, Barclay, Viceroy, Belair, 
Raleigh and Richland cigarettes, Sir 
Walter Raleigh pipe tobacco, and 
other tobacco products. ® 
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Making pay telephones 
pay off 


Business Communications Review 
(BCR), publishers of a premier jour- 
nal for telecommunications man- 
agement, will sponsor its second 
seminar on private pay phones 
entitled ‘“Making Pay Telephones 
Pay Off.” 

The conference, attended by 
over 250 in November, will be held 
June 13 and 14 at the Hyatt Regency 
O’Hare in Chicago. 

This conference is for the benefit 
of heavy users of pay telephone ser- 
vices who could profit from owning 
their own phones; manufacturers 
and distributors for marketing 
avenues and competitive informa- 
tion; coin-operators who view pri- 
vate pay phones as a natural exten- 
sion of their routes; and state and 
federal regulators who need to 


understand this new market. 

The program will be two full days 
of product exhibits and seminars by 
knowledgeable speakers. Some 
highlights include exclusive market 
research commissioned by BCR; 
regulatory and market information 
to help you assess pay telephone 
ownership; insights from experi- 
enced leaders led by Victor Toth, a 
Washington D.C. communications 
attorney; tips on getting started; 
equipment selection guidelines to 
help you avoid making the wrong 
decisions; financing options; pro- 
duct demonstrations; and exclusive 
reference materials. 

The cost for the two-day event is 
$775 and registrations are now being 
accepted by calling BCR at 312/986- 
1432. ® 


Philip 


Morris 


appoints Knorr 


Gene A. Knorr has been ap- 
pointed staff vice president, Wash- 
ington Relations, for Philip Morris 
Incorporated. The announcement 


Gene A. Knorr 
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was made by Stanley S. Scott, vice 
president and director, corporate 
affairs. 

He is responsible for directing 
the activities of the Washington 
Relations office. 

Knorr, an attorney, is a former 
U.S. Senate candidate from North 
Dakota, and was previously a part- 
ner in the law firm of Dickey, Knorr 
and Moore and president of Knorr 
Dakota Incorporated, a private busi- 
ness consulting firm. He was for- 
merly a partner with Charles E. 
Walker Associates, a Washington, 
D.C.-based government relations 
firm, during which time he received 
special recognition from President 
Ronald Reagan for assistance in 
development and passage of major 
economic legislation and served as 
an advisor to then President-Elect 
Reagan’s Task Force on Tax Policy in 
1980. & 


d You Know... 


Van Brook supplies Tokens to 
Major Casinos in every part of the 
World. 


VAN BROOK OF LEXINGTON 
P. O. BOX 5044 LEX, KY. 40555 


606-231-7100 


WHAC-A-MOLE 


Everyone loves 
Whac-A-Mole! 


Customers love to play 
and you'll love the way 
it pays. Call us and 
let us tell you more. 


Bob’s Space Racers, Inc. 
427 15th Street 
Daytona Beach, Florida 32017 
Telephone: 904-677-0761 


Manufactured in the U.S.A. 
Makers of amusement games since 1970 


NEED CASH? 
WANT TO TRADE 
We Need Your Used Color 
P.C. Boards for Export 


LET’S MAKE A DEAL 


Video Ware, Inc. 


“The Operator’s Distributor” 
600 Clover Street 
Los Angeles, CA 90031 
213/225-1337 
Telex: 295379 TABLEVISION 


SPECIAL NOTICE 
purchase your used equipment from 


NEW ORLEANS NOVELTY CO. 


In business for 50 years! 
International reputation for selling the 
finest used videos, flippers, & amusement 
games available anywhere. 


EACH & EVERY GAME BEAUTIFULLY 
REFINISHED LIKE NEW BY EXPERTS 
All games authentic legal factory models 
GET ON OUR MAILING LIST FOR OUR 
LATEST PRICE BULLETINS OR CALL 
Rose, Eddie, or Jean for latest prices 
3030 No. Arnoult Road 
Metairie, LA 70002 * 504/888-3500 


Phe 


ICMOA dart championships 


The 1985 Illinois Coin Machine 
Operators Association’s (ICMOA) 
State Championship of English Mark 
Darts, co-sponsored by the ICMOA, 
English Mark Darts, and Bally, was 
held March 30 and 31 at the Spring- 
field Hilton Hotel, Springfield, 
Ilinois. 

The event featured Open Singles, 
Open Doubles, Mixed Doubles, and 
Womens Doubles shooters in 
Ilinois. 

Over 650 people participated in 
the $5,000 finals, all winners from 
the 64 qualifying tournaments held 
across the state of Illinois over the 
past few months. At the qualifying 
level, more than 7,000 shooters par- 
ticipated in this championship 
tournament. 

“It was very successful, everyone 
had fun, and everyone | talked with 
would like to come back next year,” 
said Arthur W. Seeds, executive vice 
president of the ICMOA. “We are 
already well underway in the devel- 
opment of plans for 1986.” 

Duane Kramzar, tournament 
director and treasurer of the 
ICMOA, called the Illinois Cham- 
pionship a “tremendous success,” 
and is also looking forward to next 
years tourney. “The dart players 
needed this kind of competition, 
they enjoyed it and all the locations 
and operators are satisfied, those 
things will make next year even 
easier,” Kramzar said. 

The finalists ranged from a 14 
year old Elgin shooter, to the sea- 
soned darters from Rockford, to the 
up-and-coming stars from Peoria 
and Alton. Springfield, Crystal Lake, 
Rock Falls, Decatur, Effingham, and 
countless other Illinois cities were 
all represented. 

Steve Johnson and Wally 
Merideth from Rockford overcame 
a field of 91 teams in Open Doubles 
to collect $300 and three-foot 
trophies for first. Second place win- 
ners, Tom Pace and Dan Roszkowski, 
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also of Rockford, defeated Johnson 
and Merideth in a semi-finals 
round, but lost the championship of 
this double elimination tourney. 
The third place team, Lupe Delgado 
and Leighton Storsveen, and the 
fourth place finishers, Terry Dupre 
and Ron Fuller, were all from Rock- 
ford. Les Insley and Alex Cantu, 
representing Rock Falls took fifth in 
the Open Doubles. 

Rockford’s Tom Pace showed 
championship style in the 90 team 
Open Singles by coming out of the 
loser’s bracket to defeat Crystal 
Lake’s Ted Metropulos in two 
straight matches. Pace won $300 and 
a trophy for the victory. Larry 
Hughes of Springfield collected 
third, and two Rockford shooters, 
Spencer Petigrew and Lupe Delgado 
took fourth and fifth respectively. 

Mixed Doubles provided some 
of the hottest competition of the 
weekend. Steve Johnson and Millie 
Smith of Rockford narrowly edged 
out Wayne and Judy Roewer, 
Crystal Lake, to take the top honors 
in this 88 team event. An opening 
hattrick (three bullseyes) by Millie 
in the final game of the champion- 
ship match led the way to their $300 
victory. | 

Polly Smith and Terry Dupre of 
Rockford took third place, with Carl 
Wall and Debbie Dempsey from 
Peoria fourth. Rockford’s Herb 
Healey and Pam Reese collected 
fifth place winnings. 

Millie Smith and her partner, 
Nancy Swanson, both of Rockford, 
went undefeated in the 62 team 
Womens Doubles event and 
brought trophies and $300 home for 
their effort. Polly Smith and Leslie 
Waller of Rockford finished second, 
Judy Roewer and Donna Gaskin 
from Crystal Lake took third. Annie 
Dickinson and Pam Reese, another 
Rockford team, took fourth, Pam 
Fry and Rusty Kistner from Down- 
State East Alton took fifth. € 


Duane Kramzar, tournament director, 
with Womens Doubles champs Millie 
Smith and Nancy Swanson. 


Open Doubles first place Steve Johnson 
and Wally Meredith. 
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Digital Controls reported strong operator interest on its 
Crowns Golf countertop game. 
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The Industry Rebounds 


Fina 


“We've taken a good look at the market and think the Cinemat system we're 
offering today is what operators need to be successful,” 
said Cinematronics president Jim Pierce (far right). 


“pepe! Ie 


AOE 85 


The austere Atari exhibit contrasted sharply with the elaborate exhibit the 
company had used in previous years. This time Atari left out the balloons 
and showed on strong video games. 
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AOE ’85 was the first chance operators have ever had to compare the features 
of all the private pay phones under the same roof. 


pa 
Presently, few, if any, distributors represent pay phone lines. But with the 


great operator interest, that may be changing. Here Bob Haim of 
Belam Distributing talks with a pay phone exhibitor. 
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Operators were doing more than just looking at the private pay phones. 
One exhibitor reported that he sold 20,000 units at AOE ’85. 


Large numbers of operators 
from across the country converged 
on the Amusement Operators Expo 
(AOE ’85) at the Sheraton New 
Orleans Hotel, March 28-31, deliver- 
ing a message that the industry was 
indeed stronger and healthier than 
many believed. 

With the recent closures of large 
manufacturing companies, like 
Stern, Centuri, and Mylstar; the 
drastic reduction of others, like 
Atari and Taito America; hints of 
still others exiting the industry, like 
Bally; and revelations that the once- 
mighty manufacturers’ association 
was close to disbanding because its 
members couldn't even afford to pay 
their dues—the industry had been 
reeling from wave after wave of 
negativity. And the recent manu- 
facturer-run trade show, the Amuse- 
ment Showcase International (ASI), 
which featured large empty exhibit 
booths because only distributors 
attended the show, did little to re- 
instill confidence in the industry's 
future. 

So, when the operators descended 
on AOE ’85 in large numbers, it 
came as something of a surprise to 
the industry as a whole. For here was 
the first clear indication that the 
industry was indeed on a rebound. 
AOE °85, which was sparsely 
attended by distributors and even 
boycotted by some manufacturers, 
surprised everyone because it 
showed that the operating segment 
is stronger now than it’s been the 
past two years. 

That vitality was demonstrated 
not only by exhibitor reports of sales 
activity at the AOE but also, 
strangely, by the geographical repre- 
sentation of those attending the 
New Orleans exposition. What 
most expected to be a regional show 
became, in fact, a national one. 
That’s a reversal from the two-year 
industrywide trend which has seen 
the industry's trade shows become 
more regional in nature as fewer and 
fewer operators have the dollars to 
attend a national trade show. At this 
years AOE, however, operators 


came from 42 states and the Dis- 


trict of Columbia. 
As one exhibitor, Bob Breither 


of Seeburg, put it, “I was wrong in 
thinking the operator population 
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200 selections. 

New amplifier 

200 watts music-power. 

8 loudspeakers in 

4 way stereo system. 
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Optional: 

Pulsating lights sound 
synchronized during 
record play. 


For further information: 
Jerry Reeves 

503 W. Central Blvd. 
Orlando, FL 32801 
Phone: 305/843-4302 


Deutsche Wurlitzer GmbH 
P.O. Box 1251, 

D-4971 Hullhorst/W-Germany 
Phone: 05744-1001 
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PLAY METER 
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0 990° CAN GIVE YOU 


PLAY MELER the authoritative 


journal to the coin-op entertainment 
business, brings a treasure of vital 
information to you twice each month. 


PLAY MELER guides you through 


the many mazes of today’s uncertain 
markets to the golden touch of a pro- 
fitable business. 


PLAY METER 


P.O. Box 24170, New Orleans, La. 70184 
504/488-7003 


would encompass only Louisiana, 
Alabama, Mississippi, and Texas. 
The show’s not even half over, and 
already I’ve talked to operators from 
14 or 15 states. I’ve spoken with 
operators from Pennsylvania, Cali- 
fornia, Illinois, all over.” 

Overall, exhibitors reported 
strong sales and the good news that 
the industry was regaining its feet. 

Jim Pierce, president of Cinema- 
tronics, told Play Meter, ‘I per- 
sonally talked to many operators 
and, with one or two exceptions, 
find operators optimistic and upbeat 
about this industry. They're report- 
ing that their income is on the rise, 
that we're on an upswing.” 

Ken Anderson of Destron 
noted, ‘As a result of this show, I'm 
looking at the industry with encour- 
agement. It looks like it’s going to be 
fun again.” 

Pete Walton of Nintendo said, 
“The past few weeks, collections 
have been up, and our business has 
finally stabilized. And now opera- 
tors are here looking at things witha 
long-term investment. We're very 


happy.” 
Greyhound Electronics’ Carmen 


Ricca said, “The market has defi- 
nitely bottomed out. What I see is 
everything headed up from here. 
The shakeout is over, and all of us 
here are the survivors.” 

Kiddie Rides USA's president 
Bob Versman noted, “Business has 
been on the upswing for the first 
three months of this year. I'd callita 
tremendous increase over last year.” 

Exidy’s Pete Kauffman put it 
this way: “There is definitely some 
kind of turn around going on. I can’t 
put my finger on it, but I can see it 
happening. True, people are more 
selective in buying their new equip- 
ment, but we re seeing operators re- 
investing in their business once 
again. The intelligent operator is re- 
investing in his business with the 
purchase of new games, and that 
indeed is promising.” 

Mike Macke, president of Digital 
Controls, who was fresh from a 
showing of his product to distribu- 
tors at the ASI show, said, “What 
the operator attendance at this show 
has done is give us the leads to con- 
tact our distributors and ask why 
they're not selling my product. 
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Nintendo showed a host of new games for its VS. System in its AOE booth. 
A company spokesman said AOE ’85 introduced a lot of operators 
to the system for the first time. 
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Cardinal Amusements Products exhibited conversion kit games for 
Donkey Kong and Pac-Man dedicated videos. 


After the plethora of simulator games at the last AMOA Show, only one 
remained. Exidy's Vertigo was a one-of-a-kind piece at AOE ’85. 


31 


he fe a ac he he 2c ae 2he 2h 2fe 2h 2fe 2K 2K 2K 28 24 2 2 2 2k 2 2K 2 2 2 OK KK OK 2 OK KK 


FERRER AE ERR RII I RII IIR III IO III aK 


He afe afc 2fe fe fe 2h fe 2h 2h 24 21 21 2 oe 2 2 2K 2K 2 2K 24 2 2K 2 2 2K 2K 2K 2k 2K ok ok 2K ok 


AOE Exhibitor Reactions 


“Our response was really a lot more than we expected. We're 
happy with what has happened.” 

— Paul Hong, Dart World 
ee © @ e@ 

“I think the show's been marvelous. We've gotten good opera- 
tor and distributor contacts from the show. The show’s been very good 
for us. We've exposed ourselves to operators and made some very, very 
good contacts. I’m thrilled with the show. The show had good traffic.” 

—Sondra Tague, IDEA 
eee @ e@ 


“The show had very good operator attendance. I'll tell you what 
I found on the floor, a very positive upswing in attitude. An obvious 
comparison between this show and the ASI show makes it obvious this 
is an operators’ show, not a distributors’ show. I can also tell you this: 
Pll be exhibiting at AOE again next year; and, from the other exhibitors 
I talked to, based upon the turnout of operators, they'll be back here 
next year, too. As an exhibitor, I’ve got to go where the action is, and 
AOE is the action place to be.” 

—Joe Peters, Wildcat Chemical Company 
eee © e 

“AOE was a good show for us. It introduced a lot of operators to 
us who still didn’t know our VS. System.” 

—Buill Cravens, Nintendo 
* e e ® € 

“Our reaction to the show? We love it. I’m very pleased. I didn’t 
expect this many people here. If you hold the show again next year, I'll 
be here.” 

—Ted Howell, Mobile Records 
@ @ e e a 

“For us, the show has been somewhere between good and very 
good. We will get sales from this show, and that’s what I’m basing it 
on. 

—Bob Hylton, Summa Marketing 
= ® » @ @ 

“I talked to twice as many operators here as opposed to the ASI, 
and I felt good about that. I was also wrong that the operator popula- 
tion would encompass only Louisiana, Alabama, Mississippi, and 
Texas. The show's not even half over, and already I’ve talked to 
operators from 14 or 15 states. I am happy about that.” 

—Bob Bretther, Seeburg Corp. 
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“No shows these days are selling shows, but operator atten- 
dance at AOE is good. The distributor attendance, on the other hand, 
has been poor. What the operator response at this show has done is 
give us leads to contact our distributors and ask why they’ re not selling 
my product. Attending this show has definitely given me a reason to 
contact my distributors. I suspect distributors may be inclined to sell 
only what's hot.” 

— Mike Macke, Digital Controls 


“For Exidy, it was a very justified show that was in the right city 
at the right time of the year. It more than justified the cost of coming 
and exhibiting here. Overall, it was a profitable show for us. Quite 
frankly, I don’t like the expense of two shows. It’s ridiculous. There 
should only be one show instead of two. Instead of doing one show 
right, I had to do two shows halfway.” | 

—Pete Kauffman, Exidy 
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“Attending this show,” he con- 
tinued, “has definitely given me a 
reason to contact my distributors. | 
suspect distributors may be inclined 
to sell only what’s hot.” 

Macke’s remarks underlined 
part of the problem presently 
existing in the industry with two 
springtime shows. All agreed the 
ASI had attracted the distributors 
but had been unable to attract opera- 
tors; and, by contrast, the AOE, 
while attracting operators, could not. 
attract more than the regional dis- 
tributors. 

Joe Peters, president of Wildcat 
Chemical, echoed most of the exhibi- 
tors’ sentiment on the subject. He 
said, “The AOE has a very good 
operator attendance. I'll tell you 
what I found on the floor, a very 
positive upswing in attitude. An 
obvious comparison between this 
show and the ASI makes it obvious 
this is an operators’ show, not a dis- 
tributors’ show. I can also tell you 
this: I'll be exhibiting at AOE again 
next year; and, from the other 
exhibitors I talked to, based upon 
the turnout of operators, they'll be 
back here next year, too. As an 
exhibitor, I've got to go where the 
action 1s, and AOE 1s the action place 
(G-pe.” 

Exidy’s Kauffman lamented the 
existence of two show, saying, 
“Overall it [the AOE] was a profit- 
able show for us. Quite frankly, I 
don't like the expense of two shows. 
It's ridiculous. There should only be 
one show instead of two. Instead of 
doing one show right, I had to do 
two shows halfway.” 

Many other exhibitors expressed 
dissatisfaction with there being two 
springtime shows. 

ICE’s Ralph Coppola called the 
AOE “a flip-flop of the ASI.” He 
said, “At the ASI I saw all the dis- 
tributors except the southern dis- 
tributors. And here at the AOEI saw 
mostly southern operators and 
southern distributors.” 

But Seeburg’s Breither said he 
talked to “twice as many operators 
here [the AOE] as opposed to the 
ASI,” 

Apparently some manufacturers 
realized the operators would be 
attending the AOE and not the 
manufacturers own trade show, and 
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this was reflected by the post-ASI 
rush on exhibit booth space at the 
AOE. 

And some factories, disillusioned 
with the ASI’s inability to attract 
Operators to its show, even confided 
they would never again exhibit at 
the ASI. 

But the manufacturers may have 
a greater problem than just getting 
operators to their ASI show. At a 
free AOE seminar entitled ‘““Opera- 
tor/Manufacturer Alliance,” a 
Midwest operator complained about 
the power play by the manufacturers’ 
association to force a third trade 
show on an already struggling 
industry. 

In response to a remark from a 
Williams Electronics executive who 
said manufacturers want to open up 
lines of communication between 
Operators and manufacturers, the 
operator shot back angrily, “If that’s 
true, then why aren't all the manu- 
facturers at this show? It’s not fair to 
us Operators that the manufacturers 
are not at this show. We the opera- 
tors paid for this show, but where 
are the manufacturers? 

“How can you talk to us if you're 
not here?” he continued. “You say 
you want to open up lItnes of com- 
munication, and that’s great. But 
where is the Williams Electronics 
booth upstairs? Where is Bally anda 
lot of other manufacturers? I'll say 
this for Atari and Nintendo, at least 
they're here. But where are the rest 
of the manufacturers? 

“This whole thing with the 
manufacturers having their own 
trade show and the operators their 
own trade show,” he concluded, “is 
not helping us open up lines of com- 
munication. And we need industry 
unity now more than ever before. 
The operators are here, not in 
Chicago at the ASI.” 

Among the manufacturers most 
noticeably absent from the AOE 
show were Bally, Williams, Premier 
Technoogy, and Data East. In each 
case, however, the factory made sure 
its product was represented on the 
floor of the show via distributor 
booths and even had factory repre- 
sentatives there to handle inquiries. 

For instance, Bally equipment 
was shown in the Coin machine 
Distributors/South booth. And so 
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AOE Exhibitor Reactions 


“We've generated some interest in our product as a result of 
this show.” 
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— Mike Hastings, Nelson/Aved Technologies 
e @ @ * e 
“The show was reasonably good for us. It was a lot better than ¥ 
we anticipated. The word was out, you know, that the AOE was going 
to be a poor show; but, like I said, it was reasonably good for us.” 
—Peter Grant, Montgomery Vending % 
e eee e 
“Of course, it seems strange not seeing some of the big manu- ¥ 
facturers exhibiting here or seeing them here in small booths...Most of 
the people we're talking to are operators. % 
—Timothy Johnson, Cardinal Amusements He 
@ @ e sd * 
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“I still need more attendance, although we found the reception 
very good on our Crazyball.” 

—Bob Versman, Kiddie Rides U.S.A. 
e eee e 

“Reception on Kixx at this show has been very good for us. I 
guess operators in the south are more in tune with soccer than 
hockey. ° 

—Steve Bernstein, ICE 
eee @ e 

“This show’s been very successful for us, and | don’t mean just 
from a selling point.” 

—George Kane, Kane Amusements 
ee ee e 

“For Nintendo, it’s been a very good show. We talked to a lot of 
operators and are very pleased with the way the show went for us. 
We're very happy. 

—Pete Walton, Nintendo 
eee ee 

“T like this show. The people here were buyers. The show was 
done well, and I made more sales per buyer contact at this show than at 
other shows. | found the show to have a happy, friendly environment, 
and the people happy and friendly as well.” 

—Ken Anderson, Destron 
ee ee e@ 

“This show gave us some really good exposure. I found the % 
attitude at this show was really positive. This has been a very good ¥ 
show for us. I congratulate everyone involved with putting this show ¥* 
together and jook forward to returning to the AOE again next year. 

—Jim Pierce, Cinematronics 4 
eoceee 

“Twin Galaxies hasn't missed a show in four years, and this % 
show is as good as any I've seen in those past few years, and it’s as good ¥ 
as could be expected in the market today, I think this is as good as a 
show can get. This is the first time we've exhibited at the AOE and 
found the results to be very good.” 
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% 
—Walter Day, Twin Galaxies 


@ * e * * 
“The show had a good, strong operator attendance. We got to 
see lots of operators.” 


HK KH 


¥% 
¥* 
—Kim Yaffa, Status Game Corporation - 


@ @ e e ® 
“The show was good for us. I’ve got to say we were pleased with * 
the show. I guess, like everyone else, I'd wish there were even more x 


people here, though.” * 
—Carmen Ricca, Greyhound Electronics ¥ 
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OF QU HUNG tere. s wea up = =80was Williams Space Shuttle pin- 
40005 OS EASY TO CHANGE ~ JUST POP INACHIP /crnnes game. The Bally and Williams 
games were squeezed tightly by pro- 
duct from Rowe, Konami, and 
Tehkan. 

The Kane Amusement booth 
showed product from Game Plan, 
Konami, and Taito America, squeezed 
in with product from Arachnid, 
U.B.I., and Wurlitzer. 

The AMA Distributors booth 
saw the debut of Premier Tech- 
nology’s new flipper Chicago Cubs 
Triple Play. But it was a tight fit, for 
the Premier Technology offering 
was sharing space with product 
from Konami, Taito America, 
Kitco, Data East, Rock-Ola, SMS. 
Even a private pay phone was 
squeezed into the booth. 

And there was other strange 
bedfellows. 

Wico Corp. was represented by 
its Af-Tor pinball in the Digital 
Controls booth. 

And Data East product, which 
was exhibited in the Dynamo booth, 
was also shown in the booth of a 
southern California distributor, 
PGD, Inc., alongside Meltec’s new 
bowling game, Target Ace, and also 
in the AMA Distributing booth. 

The manufacturers who did not 
support the show were nonetheless 
eager to get their product onto the 
floor of the AOE. It might have 
gotten Alice in Wonderland to 
describe the turn of events as 
becoming ‘‘curiouser and curiouser.”’ 

But Timothy Johnson of Cardinal 
Amusements, a smaller game manu- 
facturer who did buy exhibit space at 
the AOE to show its own product, 
noted simply and less wryly, ‘It 
seems stange not seeing the big 
manufacturers here or finding them 
in a small booth. But most of the 
people we're talking to are opera- 
tors, and we've found the response 
here to all our games has been 
good.” 

In fact, the only manufacturer of 
note whose product didn’t somehow 
find its way onto the showroom 
floor was Universal USA. To its 
credit, Universal decided late 
against showing at the AOE and 
made no arrangements for its pro- 
duct to be exhibited by any distrib- 


Spurred by strong eolection pore on the games, operators showed keen 
interest in trivia games by Greyhound Electronics and other companies. 


Ken Vezina (left) reported AOE ’85 generated strong sales 
for the two games his company was featuring at the show— 
Bullseye Darts and Eight Ball Action. 


Here an unidentified operator talked with Richard Shelton about the new : 
Valley table design. Valley introduced its new Lynx OED SOMp any: 
table to operators at AOE ’85. Still, the prevalence of the 
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manufacturer equipment on the 
floor of the AOE show scotched the 
ASI claim that AOE attendees would 
not see the current coin-op amuse- 
ment equipment on display. It was 
there all the same. 

Actually, there never was any 
question that all the makes and 
models would be on the floor of the 
show. Industry conditions being 
what they are, the factories could not 
afford not to be represented at the 
AOE. 

The presence of all that equip- 
ment merely underlined the strength 
of the operator segment, and the 
manufacturers’ need to address that 
market. 

As one operator put it, “This 
show has let everyone know the 
operators got the hammer again, 
and not the manufacturer.” 

Manley Lawson, a Florida opera- 
tor, said it in a more conciliatory 
tone. “It’s time we all quit pointing 
fingers,” he said. “We all made some 
bad mistakes. It’s just good to know 
the manufacturers realize where 
their bread is buttered.” 

In short, AOE’85 may have been 


Trivia, trivia, trivia—operators couldn't 
get enough of it at the show. 


the beginning of the industry 
coming back together again. 
Judging by the crowds at the 
various booths, however, it was clear 
Operators were not returning to 
their previous buying patterns. 
Most of the big name equipment 
was lightly played. Operators were 


‘International 


WHY RISK OBSOLESCENCE DUE TO REGULATORY CHANGES. 


All Payphone International products operate the same as pre-pay 


Bell Coin Telephones. 


e True pre-pay 


e True coin return 
e Accepts multiple coins 


TELECOIN 8400E (Local) 


800 numbers 
Information (optional) 
Free 911 
Call counter 
Metal touch pad 
Timed calls (optional) 
Locking coin box 
Adjustable coin totalizer 
Hearing aid compatible 
Armored handset cable 
Denies toll calls and 
collect calls 


Deposit coins before dialing 


If call not completed, coins returned 


Nickels, Dimes, and Quarters 


THE GENIUS (Long distance) 


Same features as 8400E 

Voice synthesis 

User programmable 
Programmable from office 
Calls owner when vandalized 
Calls owner when coin box full 
Calls owner when repairs needed 
Variable rates by prefix 
Variable rates by area code 
Function tests 

Meets all state regulations 


1439 North 27th Lane @ Phoenix, Arizona 85009 
602/233-3300 
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not so much interested in videos as 
they were in private pay phones and 
electronic darts and trivia games and 
private pay phones and novelty 
devices and trivia games and video 
game systems and private pay 
phones and trivia games. 

Exhibitors at AOE '85 reported 
strong sales, but the strongest 
reports came from the trivia game 
makers and, yes, private pay phones. 

AOE ’85, in fact, became a sort of 
shopping center for operators who 
are looking for areas of diversifica- 
tion. With the recent deregulation 
and states now approving the opera- 
tion of private pay phones, a host of 
operators focused their attention on 
pay phone product. The crowd 
scenes around the private pay phone 
booths were reminiscent of the 
crowd scenes around the booths of 
video game makers during the 
height of the video boom. 

And the sales were there also. 
One private pay phone company 
salesman said after the show, “The 
show was great for us. Operators 
were appreciative that they had so 
many phone companies to compare 
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Walter Day of Twin Galaxies (left) reported strong interest in his video game 
promotion concept. Said he, “This show is as good as a show could get.” 


It not only makes popcom,.. 
it cam make you rich. 


THE POPCORN BUSINES us 


An oddity—a popcorn vending service that’s not coin-op. 
The booth was always packed as operators investigated 
avenues in which to diversify. 


~. tome 
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Bill Rickett (left), president of Dynamo Corp. listens to an operator. 
Rickett said the show was very good and profitable for bis company. 


on the floor of the show. As for us, 
well probably sell 20,000 phones 
from this show alone.” 

In all, 13 private pay phone com- 
panies exhibited equipment at AOE 
85. They were Coin Communicators, 
Your Nickle, New Technology, 
Public Payphones, TTI Telecommu- 
nications, Inteleplex, U.S. Telecom- 
munications, Coin Call, Master Call, 
Empire Liberty, Capital Tel, Tonk- 
A-Phone, and Pay Phone Interna- 
tional. 

The enthusiasm surrounding 
private pay phones was also 
reflected by the overwhelming 
demand for pay telephone seminars 
at AOE ’85. The AOE seminar 
program had to revamp its schedule 
to add two additional seminars to 
accommodate the overflow crowds. 

One market which is proving to 
be substantial and immediate is the 
trivia game market. In all, eight 
companies exhibited trivia games at 
the AOE; and, like the private pay 
phone booths, the trivia game 
booths were constantly crowded. 

Among those showing trivia 
games were Cinematronics; Digital 
Controls, which was still showing its 
countertop version of the Exidy 
game Fax; SMS, which showed a 
game in the AMA Distributing 
booth named simply Trivia; Bally / 
Sente, which showed its Trivial 
Pursuit game in the Coin Machine 
Distributor/South booth; Grey- 
hound Electronics, which showed 
Video Trivia; Merit Industries, 
which showed a challenging version 
called Triv Whiz; PGD, Inc., which 
debuted its Trivia Master, a PC 
board kit that fits all games; and 
Status Game Corp., which pioneered 
the coin-op trivia boom, showed its 
latest updates, Triv Ouiz II and Triv 
Ouiz 3. 

The large crowds translated into 
large sales for trivia game makers, as 
Operators continued to flex their 
newfound buying power. 

Kim Yaffa of Status Game Corp. 
said her company “got to see lots of 
operators. We had a very good show 
and are very satisfied with the busi- 
ness we've done here.” 

David Stroud of PGD, Inc. 
claimed, “I feel the operators were 
very happy with the flexibility fea- 
tures of our game. We got an excel- 
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lent response from the operators 
and were very happy with the over- 
all attendance at the show.” 

Carmen Ricca of Greyhound 
Electronics treated his company’s 
success at the AOE matter-of-factly. 
Said he, “We had a geod show, but 
that's because we have a game 
people want. Trivia is hot. So we 
were pleased with the show.” 

Merit’s Mort Ansky said response 
to his company’s Triv Whiz was 
“great...fantastic.”’ - 

The largest exhibit at the AOE 
was Cinematronics. The El Cajon, 
California, game maker served 
notice with its elaborate display and 
new Cinemat system that it has 
regained its feet after earlier finan- 
cial woes. 

Cinematronics president Jim 
Pierce said he expects still more 
manufacturing casualties in the 
upcoming months but that this com- 
pany has weathered its own storm 
and will survive. 

Said he, “We've taken a good 
hard look at the market and think 
we re offering the operator what he 
needs to be successful today.” 


Combines a target game 


with a bulk vending 
machine 


Vends every play, 
regardless of score 


Gross revenues up to 
$250.00 per week 


Rugged and attractive 


Place anywhere 
non-electric 


Security bar available 
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The trivia games weren't testing 
hand-eye coordination. They were 
testing players’ gray matter. 


Pierce said the company’s new 
Cinemat video game system, which 
features probably the most elaborate 
bookkeeping and diagnostic pro- 
gram in the industry, will allow 
Operators to convert from one game 
to another in a matter of seconds. 

The system also includes game 


GUMBALL VENDER 


duration statistics presented in color 
bar graphics so operators can adjust 
playing time and difficulty levels. 

He said, “We're totally com- 
mitted to the Cinemat system. We 
are going to be introducing all—and 
I mean a//—our new games as con- 
versions on this system. We are not 
going to make exceptions and intro- 
duce our good games as dedicated 
games. All our games are going to be 
introduced this way.” 

Pierce continued, ‘“We think 
were meeting the needs of today’s 
operator, and that’s what we're here 
to show the opertor. We've done our 
homework, and operators can see 
that not only in the system we've 
developed but also in the library of 
games we're ready to produce. 

The company showed the first 
two Cinemat offerings throughout 
the display, Cerberus and Freeze. 
But a prototype model of a third 
game which was in the exhibit 
booth, Pierce said, will probably be 
the game which finally establishes 
the Cinemat system. 

The game, Mayhem 2002, is a 
futuristic rollerball-type game 


When you insert a quarter, this 
winner vends a popular variety 


of bulk products, after which 


10 shots may be fired at 


moving targets for a score 


OHNSTON 
RODUCTS 


J.F. FRANTZ 


MANUFACTURING 
P.O. Box 898 
East Moline, IL 61244 
Toll-Free: 1-800/447-6768 
In Illinois: 1-800/322-0685 
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The crowds of people around the private pay phones were reminiscent of 
past shows when the center of attention was the hot video game. 


; 


ie i ; 
Interest was so strong in the private pay phones that AOE ’85 
departed slightly from its planned format and added 


two additional pay phone seminars. 
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In all, 13 companies were exhibiting private pay phones at AOE ’85. By con- 
trast, games from such name companies as Bally, Williams, and Konami were 
squeezed in together as many operators turned their attention in other directions. 
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where two-players compete in a 
skating rink-type arena to throw a 
steel ball into a small scoring goal. 
The game encourages player versus 
player interaction which attracted 
considerable attention. 

The Cinemat hardware system 
features high-resolution, lots of 
game software, and easy conver- 
sions. ‘We're going after the 
systems business,” Pierce said. “And 
we intend to overtake all systems 
manufacturers inside of a short 
time, and that includes Nintendo.” 

For its part, Nintendo exhibited 
a host of new shooting games for its 
VS. System. Those games included 
Hogan's Alley, Raid on Bungeling 
Bay, and Duck Hunt. The Washing- 
ton game maker also showed its VS. 
Soccer, Golf, Punchout, Excitebike, 
and Ice Climber. 

Bill Cravens of Nintendo con- 
cluded, “The AOE was a good show 
for us. It introduced a lot of opera- 
tors to us who still didn’t know our 
VS. System.” 

By contrast to the elaborate 
Cinematronics booth and the sub- 
stantial showing by Nintendo was 
the austere look of Atari. Atari 
exhibited its equipment in two 
booths with no special exhibit booth 
setup. For those who remember the 
days of 20-plus Atari booth exhibits, 
it was indeed a marked departure. 
But it served to stress the company’s 
new conservative, more realistic 
approach to the marketplace. While 
a large company like Bally Manu- 
facturing publicly blames the indus- 
try for not being able to accommo- 
date Bally’s bigness anymore, Atari 
at least demonstrated its ability to 
adapt. Big doesn’t necessarily mean 
better, and small can, in fact, mean 
best. 

The Sunnyvale, California, com- 
pany exhibited its two systems with 
three videos—Paperboy, Marble 
Madness, and The Empire Strikes 
Back. From the comments on the 
show floor, Marble Madness has the 
best chances of attracting players 
back to games, but all the Atari pro- 
duct was well received at the show, 
despite the company’s new austere 
look. 

After a wave of simulator games 
were introduced at the last AMOA 
show, only one still remained, and it 
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CONVERTS 
CENTIPEDE 


Another first from MAGIC 
Electronics! BullsEye is a 
truly realistic dart game that 
converts Centipede”. 

Fantastic fun for one or 
two players. Touch a button 
and choose from three 
highly competitive games. 
301, High Score or Round 
The Clock. 

Using the original Centi- 
pede™* track ball, players 
control a “moving hand” 
which throws the darts. Just 
as in real dart games, Bulls 
Eye involves actual wrist 
action! 
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Complete Kit Includes: 


® all electronic parts ¢ conversion board 

‘documentation ® clear, simple instructions 
promotional plexiglass pane wer aayed player 
participation” .* 3 


Bonus darts, direction indicator, 
free game awards (optional), diffi- 
culty controls, individual high 
score tables, plus super sounds, 
colors and graphics. 
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PLAYER “BUSTS: AND THE BullsEye is now available from all good distributors. 
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ELECTRONICS, INC. 


Manufacturer of inexpensive, quality conversions. 


1391 Park Avenue 
S eS — ie Cranston, Rhode Island 02920 
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LASER DISCS Rating LASER DISCS Rating 


Street Locations Average Rank No. of Arcade Locations Average Rank No.of 
Apr. 15 Last Times Apr.15 Last Times 
1985 Issue on Poll Issue on Poll 


. Cobra Command/ . Cobra Command/ 
100.0 y 13 

. Firefox/Atari 83.3 | . Star Rider/Williams 16 
. Star Rider/Williams 53:3 . Dragon’s Lair/ 
. MAC.H. 3/Mylstar 46.1 Cinematronics 31 
. Astron Belt/Bally Midway 45.2 . MACH. 3/Mylstar 30 
. Dragon’s Lair/ . Space Ace/ 

Cinematronics 416 Cinematronics 24 
. Goal to Go/Stern 33.3 . Firefox/Atari { 18 

8. Space Ace/Cinematronics 19.0 


NOVELTIES Rating PINBALLS Rating 


Arcade & Street Average Rank No.of Arcade & Street Average Rank No.of 
Locations Apr.15 _—siLast Times Locations Apr.15 _ Last Times 
Issue on Poll 1985 Issue on Poll 


. Strike Zone/Williams — 3 . Space Shuttle/Williams .._ 100.0 
. Big Strike/Williams 5 23 . Spyhunter/Bally Midway. 689 
. Triple Strike/Williams .... - 23 . Firepower II/Williams.... 609 
. English Mark Darts/ _ Pennant Fever/Williams.. 58.8 
. Black Pyramid/ 
. Bowler Roller/ Bally Midway 55.2 
Bob’s Space Racers. . . Farfalla/Zaccaria 54.1 
. Big Bat/Bally Midway .... : | Eight Ball Deluxe/ . 
. Skee-Ball/Skee-Ball ! Bally Midway 48.6 
. Boom Ball/Meltec . El Dorado/ 
. Shoot Away/Namco Premier Technology 
. Pub Time Darts/Nomac... . Kings of Steel/ 
. Whac-A-Mole/ Bally Midway 
Bob’s Space Racers | . Laser Cue/Williams 
. 10-Pin Champ/ : . Jacks to Open/Gottlieb .. 
Bally Midway 16.6 . The Games/Gottlieb 
13. Fire Escape/ICE i | . Touchdown/Gottlieb 


NOTICE: The sole purpose of this survey is to determine on a regular basis the top performing games in the 


country. Any attempt to use the results of this survey for any other purpose is unauthorized, wrongful, anc 
misleading. 


Poll Update 


After a three-month domination of both Dedicated Videos charts, Data East's Karate Champ 
drops as its sequel, Kung Fu Master, takes charge. 


KIXX 


soccer brings 

all the excitement 
of the “world’s 
greatest sport’’ 
to your locations! 


SPECIFICATIONS: 
Height: 52” Width: 29” 
Length: 55” Weight: 170 lbs. 


Don’t just take our word for it, read these! 


Fike: FEB 25 1985 
Ron Malinowski 
aeons ME sasce 
28622 North Pouting Street - - = 
Cr¥cago. ilinots 60657 
(342) 975-8909 


February 19, 1 


Mr. Steve Bernstein 
INNOVATIVE CONCEPTS IN ENTERTAINMENT, INC. 
590 Young Street 

Tonawanda, NY 14150 


Dear Steve: 


Your prototype KIXX game has just completed a one week test 
at our Amherst, NY location. The results were extremely en- 
couraging in that the unit generated $399.50 at two token 

play. 


Steve, I am certain these results will excite many show 
followers at the upcoming A.S.I. Show. 


Respectfully yours 


Ron ites 


Director Equipment 
Services 
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see what KIXX can do for you! 


Visit your distributors showroom or call |.C.E. today! 
Innovative Concepts in Entertainment * 590 Young Street * Tonawanda, NY 14150 


(716) 693-9535 ¢ Telex: 469764 ICE 


KIXX is manufactured under license from Innovative concepts in Entertainment, Inc., by Kixx Games of New York, Inc. 


was in the Exidy booth. The sitdown 
simulation game, Vertigo, drew 
steady play and, along with the com- 
pany’s other two offerings, Cheyenne 
and Combat, helped Exidy tremen- 
dously. 

Pete Kauffman, Exidy’s presi- 
dent, and known as a Stern critic of 
the profitability of any show was 
pleased with the buying activity at 
AOE '85. He termed the show “a 
profitable show for us.” 

In addition to showing Wico’'s 
Af-Tor pinball, Digital Controls 
showed a host of its countertop 
games, including Tactician, Fax, 
Crowns Golf, and Little Casino. The 
company also showed its first 
upright entry, Lode Runner,which 
debuted at the AMOA show, and the 
company's newest amusement-only 
poker game, Cowboy Casino. 

As a result of operator response 
at the AOE, Digital’s Macke 
observed, Crowns Golf is the first 
truly hot game we've had since Litt/e 
Casino. We got tremendous response 
from our distributors at the ASI, but 
didn’t know how operators would 
take to it until we got here.” 
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Here someone ponders a trivia question 
from Cinematronics’ Info-Mania game. 


Macke continued, “The opera- 
tors here today are the operators 
who will be here tomorrow. Earn- 
ings and cash flow have finally 
stabilized; and, in my opinion, the 
Operators are the real winners. 

“The market is back in the 
operators’ hands,” he concluded. 


Cardinal Amusements exhibited 
three conversions for Donkey Kong 
and Donkey Kong Jr. videos. Those 
conversions are Street Heat, Beastie 
Feastie,and Drakton. Cardinal also 
showed a conversion for Pac-Man 
and Ms. Pac-Man called Boardwalk 
Casino. 

PGD, Inc. of El Cajon, California, 
enjoyed a strong show, showing 
Data East's Kung Fu Master and 
Meltec’s Target Ace. But the dis- 
tributing company’s first venture 
Into game making was Trivia 
Master and another conversion 
game called Complex. 

Perhaps the most consistently 
crowded booth at the show was the 
AMA Distributing booth, simply 
because so much product was on dis- 
play there. Besides the industry 
debut of Premier Technology’s new 
flipper Chicago Cubs Triple Play, 
AMA also showed another Premier 
pingame, Ice Fever, as well asa large 
collection of other manufacturers’ 
products. 

Taito America was represented 
in the booth by Birdie King and 
Buggy Challenge, Data East by 


Status Game, which pioneered video trivia games, reported strong operator response at AOE ’85. 
Here Irv Jeffries (right) talks with visiting distributors. 
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Lenore Sayers of Premier Technology 
explains the features of her company’s 
new baseball pinball game. 
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Operators were interested in electronic 


darts. Here they discuss the features of 


Nomac’s Pub Time Darts. 


Operators were eagerly weighing the 
alternatives available to them in the 


new pay phone field. 
44 


Kung Fu Master, Konami by Road 
Fighter and Yie Ar Kung-Fu, Kitco 
by Chinese Hero and Crowns Golf, 
Arachnid by its English Mark Darts, 
Rock-Ola by its 483 and Super 
Sound phonographs, SMS Manufac- 
turing by its Trivia game, and Atari 
by its Marble Madness. 

Another crowded booth was the 
Kane Amusement booth which also 
featured Arachnid’s English Mark 
Darts. Squeezed alongside the 
Arachnid product was UBI’s new 
pool table, Wurlitzer’s oldtime 
Caravelle jukebox, Game Plan's 
Sharpshooter II cocktail pin and 
Captain Hook upright flipper, 
Taito’s Ice Cold Beer, and Konami's 
Yze Ar Kung-Fu. 

Video Ware of California ex- 
hibited Taito and Konami kits 
including Juno First and the Tehkan 
game Bomb Jack. 

Southland Vending Sales of 
New Orleans exhibited the Seeburg 
phonograph and Zaccaria’s Devil 
Riders pinballs. 

Coin Machine Distributors / 
South, in addition to the Williams 
Space Shuttle pingame, showed 
three games from Bally—Crater 
Raider, a video; Trivial Pursuit, a 


_ conversion for the company’s Sente 


system; and Fireball, the pinball. 
Also on display in the booth were 
Rowe's 200-selection jukebox and 
its snack vendor machine. But pro- 
bably the biggest attraction was 
Tehkan’s All-American Football 
game which is a throwback to the 
old Atari Football game. The only 
problem with the piece’s intro- 
duction seems to be its post-season 
introduction (unless you happen to 
be one of the few remaining USFL 
football fans). 

The industry's habit for intro- 
ducing sports-themed games out of 
season was cited by Birmingham 
Vending’s Charles Caplan who 


_ observed that Premier Technology 


was violating every coin-op tradi- 
tion by introducing its Chicago Cubs 
Triple Play at the start of the base- 
ball season. “You can’t bring out a 
baseball game at the beginning of 
the baseball season,” he laughingly 
observed. “It’s just not traditional.” 

In truth, Premier Technology's 
timely release of the flipper game 
should aid collections tremendously. 


And the strong All-American 
Football entry stands in direct 
contradiction of Premier's timely 
release at the beginning of the 
sport's season. 

Magic Conversions, which has 
risen out of nowhere to capture a 
sizable portion of the conversion 
game market, was represented on 
the showroom floor with two 
games—FEzght-Ball Action and 
Bullseye Darts. 

Peter Grant of Montgomery 
Vending assessed the show as being 
“reasonably good” for his firm. AOE 
‘85 was ‘better than we anticipated,” 
he said. “It was a lot better than we 
anticipated. The word was out, you 
know, that the AOE was going to be 
a poor show; but, like I said, it was 
reasonably good for us.” 

After the close of the show, 
Montgomery's Ken Vezina was 
overflowing with praise. “We made 
sales at this show. A lot of sales, and 
I want you to know this show was 
great for our company.” 

While Montgomery Vending 
was doing good business with its 
video dart game, the three electronic 
dart game companies were ll 
reporting strong sales. In recent 
months, operators have started 
Operating darts in greater and 
greater numbers, incorporating lea- 
gue play to encourage even more 
play, and it’s been working. 

Marcio Bonilla of Arachnid, 
whose product was shown in both 
the AMA and Kane booths, said 
AOE ‘85 helped break new ground, 
especially in the south, for darts. He 
said the south has been particularly 
slow in picking up on dart leagues, 
but that interest at AOE ’85 appar- 
ently has reversed that. 

Sondra Tague of IDEA termed 
the operators’ reception to her pro- 
duct as “marvelous. 

“The show's been very good,” 
she said. “We exposed ourselves to 
operators.” She explained, ‘“Opera- 
tors are turning to darts because 
they find them opportune. It’s a 
return to the skill game, a classic 
piece of merchandise.” 

Tague continued, “Operators are 
frantic. They ve lost their shirts 
with the videos and now are looking 
for steady income.” 

Nomac's Pub Time Darts also 
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reported increased activity and their 
booth was always occupied with 
operators. 

Paul Hong, president of Dart 
World, a Lynn, Massachusetts, com- 
pany which sells darts and darts 
accessories, said his company decided 
on exhibiting at the show at the last 
minute. But he said the decision was 
well worth it because of the strong 
Operator interest in darts. 

Said he, “We're happy with what 
has happened.” Hong said darts are 
presently the fastest-growing ma- 
chine type in the country. Few 
industry people would argue the 
point. 

Optimism, however, wasn't 
reserved to just pay phones, trivia 
games, and darts, however. Joe 
Peters, president of Wildcat Chemi- 
cal, indicated pinball activity is also 
picking up substantially. Peters, 
who can track pinball activity by his 
sales of pinball playfield cleaner, 
said pinball play has also been on the 
increase in recent months.” 

Said Peters, “Due to the tremen- 
dous increase in pinball activity, 
we re experiencing a fantastic resur- 
gence in our pinball playfield 
cleaner. As a result, we're very 
happy and optimistic about our 
future and the industry’s future.” 

Tornado’s Ed McCloud said he 
was also finding a greater degree of 
acceptance among operators to his 
product, foosball. Effusive with 
praise, McCloud said, “I’ve gotten 
more positive reception at this show 
than we've gotten in the past 15 
years with the same product. 

“It looks like operators have 
learned from their own experience,” 
McCloud said. “It’s been a long wait, 
and there was a lot of money lost 
because operators really didn’t know 
what it takes to make foosball work. 

“For foosball to work,” he con- 
tinued, “you've simply got to have a 
table that works because there are a 
lot of people out there who play 
foosball, and today’s operators know 
that. Operators aren't interested in 
tour sizes anymore. They understand 
promotions alone won't make 
foosball profitable. You've got to 
have a table that works.” 

Dynamo's Bill Rickett, who was 
also exhibiting a foosball table and 
the company’s pool table, echoed 


PLAY METER, April 15, 1985 


other exhibitor remarks that the 
show had generated significant sales 
for his company and that the indus- 
try finally appeared to be on the 
rebound. 

The Valley Company used AOE 
'85 to introduce the company's new 
Lynx pool table and to remind 
operators about the advantages of 
running pool leagues to solidify 
one’s pool table locations. 

The Valley pool league concept 
does not allow location-owned pool 
tables to participate in the league. 
For a location to participate in the 
Valley pool league, the pool tables 
don’t even have to be Valley tables; 
they must only be operator-owned 
tables. 

Operators at the show also said 
they were pleased with recent 
improvements in the Valley table to 
withstand abuse. 

Jack Morris of UBI was proudly 
touting his pool table and said the 
company has completely upgraded 
its pool table to the point that “we're 
ready to challenge every pool table 
manufacturer on the market. 

Morris added, “I don’t think 
there’s anyone on the floor of this 
show who can come over here and 
show me a major structural fault on 
our table. We've made the necessary 
changes, and I’m working now to 
make UBI the number one company 
within seven years’ time. 

The aggressiveness expressed 
not only by Morris but by nearly all 
exhibitors on the showroom floor 
reasserted that the industry was 
back to doing business as usual, with 
companies eagerly competing for 
top dollar and no longer content to 
sit back or to write off the business 
as hopeless. 

Last year several air vending 
companies displayed product at the 
AOE, but this year only one 
remained, Air-Serv. The company’s 
air vending equipment its geared for 
the operators gas station and con- 
venience store locations. 

J.F. Frantz tried a new merchan- 
dising technique to sell its arcade/ 
novelty target games. The game, Big 
Top Gumball Vendor dispenses one 
gumball per player and allows the 
player to shoot a predetermined 
number of balls at the targets. 

But, according to Bud Johnston, 


Charles Caplan of Birmingham Vending 

quipped: “You can’t bring out a baseball 

game at the beginning of the baseball 
season. It’s just not traditional.”’ 
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Stephen Horniak exhibited Deltronics’ 
ticket dispenser equipment to help 
operators merchandise their old 
pins and videos. 


Tornado’s Ed McCloud said he got more 
positive reception at AOE ’85 
than in the past 15 years. 
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The AMA Distributing both was cluttered with nine videos, two pinballs, 
two dart games, and.a jukebox representing nine different manufacturers. 
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Another distributor booth that was packed with game product was the Coin 
Machine Distributors South booth. Here are Mr. and Mrs. Joel Hochberg and 
Al Kress surrounding Tehkan’s All-American Football game. 
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“I don’t get it,” said J.F. Frantz’s Bud Johnston (left), “because it’s got a 
quarter slot and dispenses gumballs, it’s got us back-ordered.”’ 


president of the company, Big Top, 
which enjoyed very strong sales at 
the show, actually goes against the 
company’s grain because the machine 
has a 25-cent coin slot rather than a 
five-cent or ten-cent coin slot. 

Said Johnston, “We never 
chased after the fast money, the 12- 
week payback. Our equipment isn't 
designed for that. Our equipment ts 
designed to stay on location for 
between two and five years. 

“Nobody’s going to get rich 
operating our equipment, Johnston 
said, ‘but we give something else 
the operator is looking for—a long- 
term, steady return on his invest- 
ment. 

Johnston said his other target/ 
novelty games are set on nickel and 
dime play for a reason. He said 
nickels and dimes are new money 
that operators aren't going to 
capture. The quarters, he said, are 
targeted for the other games. But 
‘‘My other games can mean an extra 
$20-$50 per week for the operator, 
and this is $20-$50 per week that 
wasn’t going to the operator 
anyway. 

But, Johnston pointed out, 
operators appeared attracted to the 
quarter slot on his Big Top Gumball 
Vendor and, as a result of the show, 
have him back-ordered. 

“T think a lot of operators are 
missing the point,” Johnston said. 
“They're overlooking the new 
money that’s walking out of their 
locations in the form of nickels and 
dimes.’ 

Three kiddie rides manufac- 
turers—Kiddie Rides USA, Carousel 
International, and North American 
Amusement—exhibited at AOE ‘85, 
but the kiddie rides market still 
appears soft, one of the few areas 
which has not yet bounced back 
from the industrywide depression. 

However, Kiddie Rides USA 
president Bob Versman said busi- 
ness has increased tremendously for 
the first three months of this year. 
But he said most of the attention at 
the show was focused on his Crazy 
Ball, a two-player novelty shooting 
game where players shoot at rubber 
balls trying to knock them into their 
Opponents’ goals. 

“We've gotten a very good 
reception on Crazy Ball. It’s been our 
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hot piece. It’s a family piece. We've 
had some interest in our kiddie 
rides, but Crazy Ball is getting most 
of the attention.” 

Two companies exhibited equip- 
ment which was designed to attract 
players looking for lucky numbers to 
play the state lotteries. Destron had 
probably the most promising ver- 
sion with its Astro Otto, which 
picked players’ lucky numbers based 
on their astrological readings. 

The other company, Inteleplex, 
simply had a pay telephone which 
gave out what it surmised were the 
day’s lucky numbers. Inteleplex also 
had a Telejoke telephone which told 
jokes for a quarter. 

Electronic Amusement Systems 
introduced a stress testing machine 
called Spectrum,which based its 
stress reading of the player on his 
selection of colors. The machine 
gives different readings each time a 
person plays it, adjusting as the 
player selects the colors in a differ- 


ent order to reveal the person’s 


current state of mind. 

Hi-Country Manufacturing 
showed its coin-operated sticker 
machine, which ts designed to help 
operators capitalize off the booming 
sticker market. 

D&R Industries exhibited its 
pool accessories. And Deltronic 
Labs displayed its ticket dispenser 
for pinball and video games to help 
operators who are looking to mer- 
chandise equipment as a way to 
increase play on their games. 

Others exhibiting at the show 
included Mobile Records, which 
showed how it-can help operators 
program their jukeboxes; Compu- 
Vend, which showed its locks, its 
heart rate and stress machines; and 
M&J Vending, which displayed its 
electronic route bookkeeping 
system for operators. 

Universe Affiliated International 
showed its merchandise equipment, 
which has been steadily gaining in 
popularity as videos have declined. 
And Nelson/Aved Technologies 
showed off its video jukebox. Mike 
Hastings of Nelson/Aved said the 
show helped the company: generate 
some interest in its video jukebox. 

ICE’s Kixx is a soccer version of 
the company’s still popular Chexx 
ice hockey game. And Steve Bern- 
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From left, Ben Har-El and Frank Pelligrini of Konami, and Pete Walton, 
Bill Cravens, and Minoru Arakawa of Nintendo at the Nintendo booth. 


These two industry veterans represent between them 101 years in the industry. 
That’s Seeburg’s Bob Breither at left and IDEA’s Paul Calamari. 


Walter Day (at left) of Twin Galaxies is hosting a video game masters tour- 
nament in June. From left are Day, John Barone of Exidy, Jolly Backer of 
Data East, Bob Boldt of Cinematronics, and Steve Harris of Twin Galaxies. 
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stein of ICE said acceptance of Kixx 
at the show by southern operators 
showed that southern players will 
probably respond better to Kixx 
than to Chexx because of their 
familiarity to soccer. 

One of the more interesting 
exhibits at the show was the Summa 
Marketing display, which was 
always crowded by entrepreneurial 
operators looking for still other 
areas to diversify into. The company 
was Offering its popcorn merchan- 
dising program to operators and 
apparently was meeting with great 
success, judging by the crowds which 
were always around the booth. 

The strange part of the Summa 
Marketing plan is that it’s not even, 
coin-op! It’s a popcorn machine 
which makes hot, gourmet, sanitary 
popcorn, which the location owner 
sells to his customers. 

According to Summa’s Bob 
Hylton, operators and _ locations 
don't need a food permit to operate 
the popcorn unit. The operator, 
according to the plan, works on con- 
signment with Summa, buying only 
what he sells. As the customers buy 
additional popcorn, the operator 
buys more. 

“Everything is on consignment,’ 


said Hylton. “We're offering the 
operator the same advantages as a 
video machine, only they don’t have 
the obsolescence and the coin jams. 
And the operators seem to realize 
that, from the response we ve been 
getting at this show.” 


Hylton said the popcorn has a 
90-day shelf-life and that its a very 
simple and lucrative addition to the 
operators other services he’s pro- 
viding for the location. Hylton 
termed his company’s sales at the 
show as running between “good and 
very good.” 


Actually, the activity around the 
Summa Marketing booth was 
rivalled only by the crowds around 
the telephone exhibits and the trivia 
games. And the crowds weren't 
gathered around just to eat the pop- 
corn either, 


More than anything else, 
optimism echoed throughout the 
hall as operators reasserted their 
buying power. And _ exhibitors, 
tempered by realism, were not only 
hopeful of a future but hopeful about 
the future. 

Walter Day of Twin Galaxies 
described the atmosphere at AOE 
‘85, saying, “This show is as good as 


any I’ve seen the past few years, and 
it's as good as could be expected in 
the market today. I think this is as 
good as a show can get.” 

Gone was the frenzy of the video 
boom years but gone also was the 
moribund atmosphere that the 
world is crashing down around 
everyone's ears. 

Ken Anderson of Destron pro- 
bably put it best when he summed 
up what transpired during the 
three-plus days in New Orleans. 
“Sure, the market is depressed from 
over-production. Do you realize this 
industry at one time had an inven- 
tory of 120,000 unsold games? 

“But,” he continued, “if you look 
around this show, this is your indus- 
try today. And you can look at it with 
encouragement. I like the show. The 
people here are buyers. The show 
has done well, and we’ve made more 
Sales per buyer than at any other 
show. What's more, there’s a 
friendly environment here. The 
people here are friendly and happy. 
There isn’t all that rush and frantic 
hurrying that we had a while back. 
And, frankly, I prefer it this way.” 

From the reports from both 
operators and exhibitors at AOE’85, 
they preferred it this way, too. ® 
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* Next time: a look at the seminars at AOE ’85. 
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EASY! 
ROUT 7 


The Game Operator’s Solution to Management Problems 


A Computer Software Package for Video Game Operators that Need a Financial Lift! 


Easy!Route video game route management software system brings the benefits of big company computerization to your 
business. This newly released system has been field tested—three years in development and operation and designed 
specially for route operators as a first time user. AND runs on inexpensive microcomputers including IBM PC and AT! 


Easy!Route prepares 15 reports to keep you in constant touch with: 


e Game Location 
e Cash Collections 
e Revenue Averages 


e Complete Route Organization 


Send to or call 415/592-2927 Southland Associates, 939 Shell Blvd., Suite 201 Foster City, CA 94404 
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e Game Cost/Sell Prices 
e Meter Readings 
e Location History 


And Provides. .. 
¢ Collection Security Controls 
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We spoke with Marty Segal for our Coinman 
Interview because of his experience operating private 
pay telephones. We wanted to gain an operator’s per- 
spective for our readers on the private pay telephone 
phenomenon and thought Marty would be a good 
source for that information. 

But we were wrong. 

Marty’s an excellent source, a veritable foun- 
tain of information about coin-op telephones. He got 
interested in the private pay phone business after 
reading about it in a magazine article. So he wrote a 
letter to the FCC and one to the Illinois Commerce 
Commission asking for more information. Since then, 
according to Marty, he’s devoted “about 120 percent”’ 
of his time to the private pay phone industry—travel- 
ing around looking at the different telephones, taking 
an active role in public hearings, even counseling 
others about the field. He said when he decided to take 
the plunge into the business he hired a law firm and 
spent a lot of research dollars to enter the field. “I'd 
say we did about two years’ work in six months,” he 
told Play Meter. 

He was a member recently of an organizational 
committee which 1s exploring the establishment of a 
sub-committee of the U.S. Telecommunications 
Suppliers Association (USTSA). The organizational 
commuttee met in early March in Washington D.C. 
and voted to form a sub-association of the USTSA. He 
explained the reason for the new group this way: 
“There are so many vendors and game operators who 
want to get into the industry but who don’t have all 
the answers. And there are alot of guys out there who 
are making telephones but who don’t know what 
they’re talking about. Every state is different,” he 
continued, “and some phones are good for some states 
but won't work for others.” 

He said he has three questions which he can 
ask any telephone manufacturer and assess whether 
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the phone maker knows what he’s doing, and he needs 
to do this to weed all the chaff from the few grains of 
wheat. “When I have people start quoting me FCC 
laws, telling me the FCC doesn’t allow you to charge 
more for a call than the Bell company, then know the 
guy doesn’t know where he’s coming from because 
there 1s no such law.” Marty went on to say, “This 
industry 1s so new that you have to keep a close eye on 
everything. There are salesmen out there who will say 
anything just to make the sale.” 

Presently, Marty operates 65 pay telephones 
under his company, Republic Pay Telephone Corp. 
of Chicago. He ts 32 years old and has experience in 
both the games and vending businesses. He claims he 
was born in a route truck, but he didn’t actually start 
into the coin-op business fulltime until 1970 when he 
joined ARA. From 1972-74 he worked for Wico Corp. 
in Niles, Illinots. In 1974, he went into the wholesale 
candy and tobacco business and into the vending busi- 
ness with his father and brother. In 1974, starting 
with just one cigarette machine, they built the 
company up to a hundred machines before selling it in 
1983. During that time they had branched out into 
candy, snack, and soft drink vending and games. In 
1983, he bought out his brother’s interest in the 
vending operation and sold out the games to his 
brother. Today, Marty also operates about 150 coin-op 
washers and dryers. 

Marty and partner Craig Jacobs have started a 
pay telephone consulting firm called Jacobs & Segal. 
The organization, according to Marty, was formed to 
inform interested parties about the benefits and 
pitfalls of the coin operated private pay phone 
industry. Said Marty, "Too many individuals have 
jumped into this complicated industry without the 
knowledge that 1s required to operate a successful pay 
telephone business.” 

With the new company, Marty feels he will be 
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able to share the knowledge that he and Craig have 
accumulated over the time they have been involved in 
the pay telephone business. 


PLAY METER: Is there really a market for pay 
phones? 

SEGAL: To answer that question, I like to use my 
measuring stick illustration. If you use a twelve-inch 
ruler as your measuring device, I see the vending 
industry at the 11-inch mark as far as what's possible 
for the future. As for the game business, I see it at the 
12%-inch mark, which means it’s larger than it'll ever 
be in the future. Then, as for the pay phone industry, I 
see it at the %2-inch mark. 

What I’m saying is the pay phone market ts 
immense, absolutely immense. It’s a multi-billion 
dollar industry. It’s going to be another video game 
industry, only it’s going to have the longevity of the 
vending industry. It’s not going to fade away like the 
games did because it’s not a new business. It's just a 
new industry because pay phones have been around 
for years. 


PLAY METER: But, despite the deregulation, isn't 
the phone company still going to be holding on to all 
the good locations? 

SEGAL: To the contrary, at the hearings I’ve 
attended, the phone company appears more con- 
cerned about what’s going to happen after it’s stuck 
with all the bad locations. After all, 'm going after 
only the good spots. So I think it’s a good question 
they’re asking. If private pay phone companies like us 
take all the good spots and leave Bell with all the bad 
spots, who's going to pay for the losses? Everyone 
else. You see, Bell Telephone, being a public utility, is 
guaranteed to be a profitable company. If it suffers 
losses, it’s allowed to go in and ask for a rate increase. 
And that means the residential customers are going to 
have to pay for those losses. The business line cus- 
tomers are going to have to pay. And the independent 
pay phone companies like ourselves are going to pay 
for the losses in the form of higher access fees and line 
charges. 


PLAY METER: You said you're going after only the 
best locations. What are the best types of locations? 
SEGAL: Your high-volume, high traffic locations, of 
course. Your low-income areas are also good because 
in those areas many of the residents can't afford 
phones in their homes; so they rely on pay phones. 
Other good types of locations? Your corner drug 
stores, bus stops, 24-hour restaurants, snack shops, 
grocery stores, convenience stores, and gas stations. 

An example of a bad location would be a barber 
shop, a beauty shop, a restaurant that’s only open for 
dinner, and areas where you have a high vandalism 
problem. 


PLAY METER: So you're saying the operator can 
use the same standards for pay phones that he uses to 
judge a potential location for games? 

SEGAL: There's a trade secret that maybe I 
shouldn’t tell you, but some Bell Telephone operating 
companies allow an independent operator to get a 
letter of agency signed by the location. And in my state 
at least, if you turn that in to Illinois Bell, the indepen- 
dent operator of the pay phone now becomes a 
registered agent of the location, and that entitles him 
to get collection reports on those pay phones. What 
that means is that, at least here in Illinois, an indepen- 
dent operator can know what a phone’s going to do 
before he puts it in. I don’t know if this procedure ts 
commonplace in any other state. I think it’s in place in 
Ohio, but I’m only sure about Illinois where I operate. 


PLAY METER: What's the public's feeling about 
private phones as opposed to public phones? 
SEGAL: They think it stinks. The equipment being 
manufactured today is inferior, and the public will not 
accept it. It’s not as sophisticated as a Bell telephone, 
and the current phones require the public to become 
re-educated on how to use a telephone because these 
phones work differently. They are forcing people to 
read instructions on how to use the telephone, and the 
public will not accept that because they've been using 
pay phones the same way for 20 years. 

Let me tell you what I’ve found. I’ve done a 
survey on how people use a telephone. Out of every 
100 people who use a pay phone, 98 of them will walk 
up to the pay phone, lift the receiver with their left 
hand, deposit a quarter with their right hand, then 
proceed to dial their number. And while their number 
is ringing, they ll turn around and look away from the 
telephone. It’s natural for people to do that because 
staring into that enclosure can be very claustrophobic. 
So what I'm saying ts if people have to use the phone 
differently they won't accept it. They just aren't going 
to be looking at the telephone to read directions on 
how to use It. 

Now some of the phones are post-pay which 
means you dial your number first, then, when the 
other party answers, you deposit your quarter. If you 
don’t read the instructions and deposit your quarter 
first, you get a busy signal and lose your quarter 
because it goes right into the cashbox. There’s no 
feature on those post-pay phones that’s called coin 
escrow. 

Then you have some phones which have a 
push-to-talk button. What happens with these is you 
put your money in, dial your number, and your money 
is held in escrow. Then, when your party answers you 
push a button on the phone to talk and your quarter 
drops into the cashbox. If you get no answer or a busy 
signal, you don’t push the button, you simply hang up 
the receiver, and you get your money back. And these 
obviously are better phones than the others. 
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And I've seen phones that operate differently 
from both of those methods. They have what’s called a 
voice detection circuit so that it operates like a Bell 
phone. There are no buttons to push, and your money 
is held in escrow. There’s an electronic circuit in the 
phone that detects a live person answering the phone 
on the other end and sends a signal to drop the money 
in the cashbox. It'll detect busy signals and no answers 
and returns the money. As it stands today, though, 
those phones aren't in production yet. There are a few 
companies today that have this new technology, but 
they're still trying to get into production. 

Now maybe in some places a post-pay phone is 
acceptable. After all, in some areas all they have are 
post-pay phones; so the people in those areas are used 
to those types of telephones. But don’t try putting a 
post-pay phone in a city like Chicago because it'll 
never work. But go intoa rural area where they’re used 
to that, and it'll work. 


PLAY METER: What are some of the other dif- 
ferences in the current line of pay phones? 
SEGAL: First off, the Bell operating system uses 
what's called the dumb phone. All that’s inside is a 
coin mechanism and an electronic circuit. All the 
information, all the call processing is done via the 
central office computer switching system. So, when 
you put your money into Bell’s dumb phone, the voice 
that comes on the phone to tell you how much to pay 
for that call comes from the central office. That's your 
dumb phone. 

Now private pay phones cannot use those 
phones because we do not have the luxury of being 
able to afford central office equipment. And, in some 
states, if you have central office equipment like that, 
you fall into the category of being a public utility, and 
that means you're no longer a private pay phone 
company. 

So the private pay phone industry has to use 
that’s called instrument-implemented telephone 
equipment. That means all the brains are in the 
phones. And these are called your smart phones. Now, 
some phones are smarter than others. That’s why you 
can buy some phones for $400 and others for $1800. 
The smartest phones have a microprocessor with 
enough storage capacity to know how much calls 
should be. It has to know that a call from that location, 
say, to a downtown Holiday Inn should be 40 cents and 
that a call to Miami costs more than a call to some- 
where else. There has to be something that knows 
that, and that’s your stored rate table. 

Now, some phones have a synthesized voice 
that simulates live operators on the line, and some 
phones have digital displays, and some phones have 
both digital displays and voice synthesizers that tell 
the caller how much the call is going to cost. And the 
more sophisticated you want the phone to be, the 
more expensive it's going to be. And your biggest 
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Set your BEST table 
... fora lively ’85 


We are so certain you'll love 
the performance of the new UBI 
tables, we'll pick them up after 
30 days if you don’t agree. Why? 


Check these operator features: 

e tongue & groove construction maintains 
accuracy to within a 32nd of an inch. What 
this means to you is longer table life, better 
action on the rails, less possibility of 
freight or rotation damage. 

e “4" ply cabinet means you’ve got the 
strongest table built. 

¢ the crisp, accurate and fast playing 
action on your UBI tables makes you 
more money. 

¢ our exclusive works-in-a-drawer (standard 

on our Series 500) means minimal 

downtime and expense in case of break-in. 
and, you'll love our prices! 


Series 500 (featuring works-in-a-drawer) available 
in 6', 6%', 7' & &'. Push or drop chute. 


Series 1000 available in 64%', 7' & 8' with push 
or drop chute; cue ball lock-in after 15th ball. 


UNITED BILLIARDS. INC 
St PROGRESS STREET 
UNION. NJ 07083 


for more information and prices, call 
Jack Morris collect — 201/686-7030 


a REI SAT NE EIRP RR IAA ITI tC LIED EEF ER ELTA ASTRA EDC LIE L OLDE AEE LEA AA DEE DL LLL DED DIET DED ALLL ELLE TEL ELITE LEAD 


market, your sophisticated public locations, won't 
accept anything that doesn’t work like a Bell 
telephone; so it has to have s stored rate table and the 
voice and/or digital display. The public is too educated 
to take anything less because they’re spending the 
same quarter for the call. Why should they get less? 


PLAY METER: So what has this meant to your 
company? 

SEGAL: Just this: Our company has taken the posi- 
tion of having the public’s interest in mind. There are 
guys out there who want to get rich quick, make the 
fast buck. But our philosophy is, if you can't offer 
services that are equal to or better than Bell’s, then 
you'll never succeed because you're bucking an 
institution that’s been around for years. Everybody 
asks why isn’t the Bell company doing anything to 
stop from losing all its pay phone locations. I think 
they're waiting for everybody to mess things up. Your 
less sophisticated phones, for instance, don’t have a 
stored rate table and accept only quarters. Now, I 
know in some states that might work where you can 
call anywhere in the state for a quarter and still make a 
profit. But in Illinois, a call from downtown Chicago 
to a far north suburb may cost the private pay phone 
line 28 cents for three minutes. So how can you have a 
quarter-only phone in this area? But still there are 
guys trying to sell them here because they convince 
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operators they ll make it up on other calls that cost 
only five cents. They call it averaging. They claim you 
make money by averaging out, but there’s no history 
to go by. So we're not going to operate that way. 


PLAY METER: But how is your mistake going to 
benefit Bell in the long-run? 

SEGAL: Let’s say you have a phone that prices all 
calls at 30 cents. This is an example of why that won't 
work. Your location owner has a restaurant. He gets, 
say $18.95 for a steak and $3.50 for drinks. Then he 
has someone put in a private pay phone. And one of 
his regular customers goes to use that phone, and he 
sees that that call that used to cost him 25 cents with 
Bell is now 30 cents with a private pay phone 
company, and he’s going to tell the restaurant, “You 
charge me $18.95 for a steak and $3.50 for a drink, and 
i never complained. But now you're trying to gouge 
me on the telephone.’ So hell go to another 
restaurant, feeling the restaurant was just out to gouge 
him. And what is that restaurant owner going to do? 
He's going to put the Bell telephone back in there. 
And then here I come along afterwards and ask to put 
one of my phones in there, and what ts he going to tell 
me? He's going to tell me he’s already tried it, and he 
lost customers because of it; so he’s going to stick with 
Bell. It's happening out there right now. There are 
guys out there who are ruining this industry, and 


COMPANY 


has two locations ready to serve you! 


* ARKANSAS * 


310 Strong Highway 
El Dorado, Arkansas 71730 


501/863-5600 
Jack Ethridge, President 


* TEXAS * 
4019 Avenue ‘A’ 
Lubbock, Texas 79404 


806/762-6283 


Mel Harp, General Manager 


FOR FACTORY-AUTHORIZED a Fe 
SALES & SERVICE, e <5 


CALL JACK’S! 


“We're large enough to serve you & small enough to appreciate you.” 
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that’s why I'm talking to you, to get all this 
information out. I’ve put a large investment into this 
industry, and I’m out to protect that, but people who 
are out to make the fast buck can ruin it for all the rest 
of us. 


PLAY METER: Are there any other drawbacks you 
see with the current pay phone product? 

SEGAL: I'm not satisfied with any product that I can 
buy in any quantity right now. The public is smarter 
than any of the phones being manufactured today. A 
big problem is the programming of the phones. With 
rate tables, every state is different. In order to pro- 
gram the smart, expensive phone, you have to enter 
into the phone’s microprocessor the originating point 
of where the phone's being installed—the three digit 
prefix number and how much a call would be for the 
roughly 700 other prefixes throughout your area code. 

So let’s say your exchange number, your three- 
digit prefix 1s 488; I would have to have a phone that 
could find out if a call to, say, 676 is a quarter call or 40 
cents or 80 cents. 

Now, all manufacturers, in their rush to sell 
telephones, are making claims that all you have to do 
Is give them the prefix number of where the 
telephone will be located, and they'll do the rest. And 
they can’t do that because they don’t have the 
knowledge to do that. If a guy is in Oregon 
manufacturing telephones, how is he going to know 
how much to charge for a call in Chicago? The 
manufacturers have not spent the time. They don't 
have the knowledge, and they’re not even aware how 
to get it. But anytime I've talked to a manufacturer in 
another state on how they're going to program their 
phone, they use their own state as a example. 


PLAY METER: So you're saying they’re all just 
experts in the state they're in? 

SEGAL: You got it. Minnesota, for example, has a 
tariff where you can charge a quarter for anywhere in 
the area; so that’s pretty easy to program. But, in 
Chicago, every call you make costs a different amount 
of money, and other big areas are like that—New 
York, Los Angeles, New Jersey, and so on. 

So we've done it ourselves. The manufacturers 
could do the same thing. Anybody could do it. All they 
have to do is get hold of the tariffs that are in place, 
and they probably get that from the utility commis- 
sion—that’s where we got ours. Then you have to 
collate it into a numerical sequence so the micro- 
processor can accept the information. 


PLAY METER: But it would seem the phone manu- 
facturers are fully capable of doing that. 

SEGAL: That’s what I’m saying. They can do it, and 
they claim they're doing it, but I have yet to see any- 
body do it. Maybe a week or a month from now they'll 
be able to do it. Maybe they’re right in the middle of 


——————————————————— 
PLAY METER, April 15, 1985 


Eurocoin Tokens 
Make Cents! 


sare 
‘ll | if 


Ma 
o 
MY 


= i 
ON 
Ny ff. 
E pir 


Stock Designs - Same Day Shipment 
Custom Designs - 4 Week Delivery 


Ask about our buy-back offer when 
you convert to keyed tokens! 
Call Collect on 606-254 
9117/9127 


Eurocoin International 
PO Box 13127 
Lexington 

KY 40583 
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DELTRONIC LABS DL-1275 Ticket Dispenser is now 


available in kits—for quick and easy installation on existing 
video, pinball and novelty games. 


For more than 7 years, top amusement manufacturers 


have relied on DELTRONICS LABS for quality ticket dis- 
spensers, backed by prompt and efficient service. 


Now this time-tested dispenser is incorporated in kits for 


the same dependable performance on your present games. 


You can renew player interest with tickets for awards and 


bonuses—and keep them playing again and again and again! 


DELTRONIC LABS, INC. 


Eight & Maple Avenue @ Lansdale, PA 19446 
215/362-9112 © Telex 317054 
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starting to do that right now. I don't know. All know 
is that of yesterday I have yet to see one that does. 

At the trade shows, everybody's got phones, 
but they don’t work. And they don’t work because they 
don’t know what each state is. They don’t know what 
the rate schedule is for all the states. That’s why I will 
not give any manufacturer a deposit on any telephone 
until I see a working telephone for my area. 


PLAY METER: But this really puts the operator ina 
fine mess. First, he’s being told this is a fantastic 
opportunity and he should consider getting into the 
pay phone business. Then he hears there’s nothing 
good out there right now to serve the market. So 
what’s an operator to do? 

SEGAL: All I can say is we're proceeding because we 
have faith there'll be a better telephone soon. For 
someone who’s interested in getting into the business, 
I would recommend he first line up his locations. 


PLAY METER: Even before he has product? 

SEGAL: Yes. We went out and got different loca- 
tions, then bought certain telephones. You have to 
find a telephone you think you can use and sell the 
location on. Then you have to sell them on the advan- 
tags of having a private pay phone rather than a Bell 
telephone. And then you have them sign a contract 
which gives you a certain amount of time to install the 


telephone. 


PLAY METER: And,as for the location's split, what 
do you give? 
SEGAL: Across the country, the Bell company gives 
a commission of anywhere between zero to 12 
percent, and I’ve heard of private pay phone com- 
panies offering anywhere between 10 and 30 percent 
of the net. Bell pays on the gross. Now, in Illinois, Bell 
pays six percent of the gross, and I've heard of private 
pay phones in my state paying anywhere between 20 
and 25 percent of the net, which means a location 
owner will earn double or three times what they're 
earning now. 

As a rule of thumb, you should figure that half 
of your collections will go for your phone bill and com- 
mission. 


PLAY METER: At this point, does anyone have an 
idea of the lifespan of the telephone? 

SEGAL: I’ve been seeing five- and ten-year con- 
tracts. Now, you might think a ten-year contract Is a 
long time, but you’ve got to remember the location 
owner had a lifetime contract prior to the breakup of 
the telephone company. 


PLAY METER: What would you say is the average 
gross on pay phones? 
(continued on page 78) 


MANUFACTURED BY SUPPLIERS OF THE 
BELL SYSTEM FOR THE PAST 39 YEARS 


DEPENDABILITY e RELIABILITY e LONGEVITY 


Separate interstate and intrastate rates 
Local Base Rate and incremental time 


Separate O- and 0+ rates 


(Now you can earn income on collect, credit card or operator calls.) 
e Allows calls with either O or 1 prefix numbers 


Denies 1-900 calls 


(All other phones allow and you are charged 50¢ each.) 
Line powered—NO A.C. required 
Indoor or outdoor application 


Electronic coin totalizer 


Suitable for New York City and Burroughs 


FCC registered 


DISTRIBUTORSHIPS AND DEALERSHIPS ARE NOW AVAILABLE 
THROUGHOUT THE U.S. — CALL FOR DETAILS 


U.S. TELECOMMUNICATIONS CORPORATION 


3118 62nd Avenue North ¢ St. Petersburg, FL 33702 
813/527-1107 
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Seninsky 


Video Trivia 


We're well aware of the recent 
trivia craze that boomed with the 
popular board game “Trivial Pur- 
suit.’ I've been operating trivia 
games for years, it seems, starting 
with Quiz Show and Trivia by 
Ramtek and spanning to Fax by 
Exidy. 

These games did well initially, 
but the manufacturers didn’t follow 
through with new categories and 
questions for the operator to buy 
(or, rather, afford to buy). Conse- 
quently, revenues would decline 
with each collection, and the trivia 
game had to be rotated often. 

To sustain interest in a trivia 
game, categories and questions 
should be changed on a monthly 
basis, if not more often. Before I'd 
buy more trivia games, I'd want to 
make sure that many new questions 
would be available on a continuous 
basis and at a low price. 

Going one step further, just to be 
safe, I'd like the trivia game to be a 
system game that I have the option 
to easily convert—a system game 
that would keep its value over a long 
period of time and one that is 
inexpensive to purchase originally! 
Do you think I’m asking for the 
impossible? 

Well it seems that Greyhound 
Electronics, Inc. has heard my (our) 
prayers and produced the latest 
addition to its convertible game 
system, Video Trivia. For the past 
two years Greyhound, whose games 
are well known for their quality and 
Superior graphics, has been pro- 
ducing system games such as Joker 
Poker, the 3-, 4-, and 5-in-1 Casino 


Games, Super Bowl, Pull Tab Bingo, 
Play the Races (a dog race game) 
and several other familiar adult 
themed games. 

All their games are convertible 
from one to another with just the 
change of a chip on the small satel- 
lite board or, in some instances, the 
change of the satellite board itself. 


Video Trivia 
1s 
just what 
the doctor 
ordered. 


The mother boards on all the games 
are the same. Now that’s a system 
designed with the operator in mind! 
Video Trivia is just what the 
doctor ordered. Carmen J. Ricci, 
president of Greyhound, says that 
“at least one new category or new 
questions from an existing category 
is being programmed on a weekly 
basis. This way, operators will have 
access to a large library of questions. 
There are presently eight sets 
completed, but by the time you read 
this, there will be more than two 
dozen. The first five basic categories 
are General Interest,’ ‘Music,’ 
“Sports,” “Places,” and “Movies.” 
For the rest of the month, “TV 
Star Trek,” “Mash,” “Soap Operas,” 


Frank “The Crank” 


“Baseball,” and “Country Western” 
categories are planned. An operator 
will be able to choose the categories 
that best suit his particular type of 
location. 

Each category chip contains 
approximately 100 “easy” and 100 
“expert” questions, each with three 
multiple choice answers. To change 
categories, the operator simply pops 
out a chip on the satellite board and 
replaces it with a new chip. 

Scoring is based on the number 
of points you wish to wager, multi- 
plied by the “times factor” that the 
round is worth, plus 100 points for 
each second remaining from the 
round time which counts down after 
the three possible answers are 
shown. This feature really makes 
the game competitive. 

A player may wager a minimum 
of 100 points or more points by 
pressing the #4 button down. To 
speed up the game, all the points a 
player has can be wagered at once by 
just pressing the #5 button. 

The number of questions per 
game play and the initial amount of 
points is operator adjustable with a 
set of dip switches on the mother 
board. Four questions starts with 
10,000 points, five questions with 
2,000 points, or six questions with 
2,000 points. 

The correct answer may or may 
not be disclosed depending on how 
you wish the game to be set. By not 
having the correct answer appear, it 
will take longer for players to learn 
all the correct answers to a category. 

To make the game harder to be 
memorized, the order in which the 
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possible answers appear is randomly 
mixed each time that question 
appears. The order that questions 
appear is also random. 

There is also a special setting 
that will allow the player 20 seconds 
to wager points before the answers 
appear or you may give unlimited 
time to place a wager. In a busy loca- 
tion unlimited time could allow a 
player to stall or just leave the 
machine in that position. In the 20- 
second to wager mode, the game will 
automatically progress to the end of 
a round if the game is left in pro- 
gress. 

If all the round questions are 
answered correctly, up to four bonus 
questions are awarded. The time to 
select your answer also decreases as 
the rounds go on. 

The first round gives 15 seconds 
and the last on the game I tried gave 
ten seconds. If a player loses all his 
points, he still gets to play the 
remaining rounds receiving 100 
points for each second remaining on 
the time clock of each remaining 
round, if no points can be wagered. 

Video Trivia is available in five 
models: as an upright; a countertop 
(see Figure 1); a cocktail table very 
much like a Ms. Pac-Man cocktail; as 
a conversion kit for any horizontal 
raster scan monitor or as a change 
from any Greyhound game; and as a 
newly designed modern cabaret desk 
table (see Figure 2). 

The cabaret model is 44 inches 
wide and 42 inches high, with the 
game monitor and fingerboard 
panel enclosed in the left side of the 
cabinet. The right side is designed as 
a place to put food, drinks, seat a 
second player, or to use as a writing 
desk. 

The cabaret model is ideal for 
cocktail lounges, hotel lobbies, or 
fancy restaurants. You can even 
have two games put into one cabaret. 
A $1 and $5 bill acceptor can be put 
into the upright, cocktail, and 
cabaret models. Many operators find 
this option very worthwhile. 

Bookkeeping: The name and 
number of times each category 1s 
played is listed on the screen. By 
depressing buttons 3 and 4, their 
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FIGURE 1 — Shows the Video Trivia upright and countertop models. 
These are the latest additions to the Greyhound “convert-a-game’ system. 


Desk area on right can be used to hold food, drinks or as a writing table. 
Some hotels and restaurants have opted to put two games into this one 
cabinet. 


13” Enclosed Monitior 
with 52% non-glare 
glass. 
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FIGURE 2 — The new modern “Cabaret Desk” Video Trivia. 
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Their sturdy cabinets are made to last for years. 


usage numbers will be reset to zero. 
The subtotal or number of games 
played since the last collection is 
displayed on the right side. Zeroing 
of the subtotal is done by depressing 
buttons 2 and 3. 

The total games to date is also 
displayed but cannot be zeroed out 
without the use of an external adap- 
tor. A ten-year life lithium battery 
on the satellite board keeps these 
numbers in memory. 

The six highest scores, which are 
displayed at the end of each game, 
can be zeroed out by depressing 
buttons 4 and 5. Just as on any video 
game, the high scores should be 
wiped clean after each collection so 
players can keep playing to put them 
back on or make the list for the first 
time. 

Self-Test: The five category 
data chips and the two program 
ROMS are automatically checked 
when the game is turned on. From 
bookkeeping, a complete diagnostic 
self-test is performed which also 
checks the bookkeeping RAM on 
the satellite board and all the 
switches and lights. The game does 
all the work. All you have to do ts 
depress each button and the coin 
switches. 

For rough locations where kick- 
ing and stringing are problems, each 
Greyhound game has a special 
watch-dog circuit to prevent cheat- 
ing. The circuit times a coin drop 
precisely on the microswitch and 
will activate a loud two-tone sound if 
this criteria is not met. The words 
coin jam will appear and the game 
will have to be turned off and turned 
on again to clear this message and 
sound. 


Components 

Cabinets: All of the Greyhound 
cabinet styles are made by Holly 
Design of Pensauken, New Jersey. 


Greyhound has spent a little extra 
for each cabinet by adding L-brackets, 
bolts, waterproof glue, laminated 
mounting blocks, and double-end 
hinges that go the full dimension of 
the cabinet (these are mounted 
cross-grain for added strength). 
Their sturdy cabinets are made to 
last for years. 

Fingerboard Panel: The panel 
is made with a steel plate of baked 
on textured epoxy. This makes it 
very durable and scratch resistant. 
This choice of a dark color helps 
hide nicks and stains. The buttons 
are made by CoinCo and are micro- 
switch operated. When tightened 
into place, a hard plastic washer 
pressure fits the button bezel and 
locking (serrated) nut preventing 
liquids from seeping into the panel. 


Monitor and Graphics: A spe- 
cially designed Wells-Gardner 13- 
inch color monitor is used. This 
proven product rarely requires ser- 
vice. The graphics on Greyhound 
games are truly superior to the com- 
petition. The reason is that the pixel 
density (the number of electronic 
dots per square-inch on a picture 
tube) 1s about twice that of aconven- 
tional television monitor. 


Power Supply: Greyhound uses 
a well-made yet simple supply. Only 
two voltages are used: +5 volts DC 
for the logic boards and +12 volts 
DC for the fingerboard lights. Most 
technicians will have little trouble in 
repairing a supply of this type. 


Quality Control: The finished 
product requires little maintenance 
because of the strict quality control 
measures employed at the factory. 
Checks are made at each of the 12 
work stations. Each station in turn 
inspects all the work done up to that 
point by the previous stations. Each 
game is then burned in for a mini- 
mum of 24 hours before it is crated 


and shipped. 

I took note that Greyhound uses 
the golf-plated edge connectors 
(instead of the less expensive silver 
type), quality buttons, screw in wire 
tires (instead of the cheap stick-on 
kind), and an easy assembly design 
which makes removing and install- 
ing components easier for the 
operator. 

Initially most trivia games will 
gross similar amounts. I have 
chosen to go with Greyhound’s 
Video Trivia for the following rea- 
sons: (1) the price (initial and up- 
dating) is very reasonable; (2) Grey- 
hound has demonstrated it is 
committed to its system games and 
to increasing its library of questions 
and categories; (3) it’s an invest- 
ment in a hardware system that has 
held its value and should continue to 
hold its value; (4) if you already have 
Greyhound games, you can easily 
change them to Video Trivia, and 
(5) Greyhound’s quality, reliability, 
and graphics are superior. 

In addition to all this, reports 
have shown that Video Trivia is 
doing very well, and I need games 
that can stay in a location and do 
well for a long period of time. Don't 
we all? 

For more detailed information 
on the inner workings of Video 
Trivia, feel free to contact me at 
Alpha-Omega Amusements & Sales, 
6 Sutton Place, Edison, NJ 08837. 
Telephone 201/287-4990. 

As always, keep cranking. e 


I want everyone to know I will 
continue to write for Play Meter as 
long as the magazine wants me. Play 
Meter gives the operator a true pic- 
ture of our industry. I'll never forget 
that Ralph Lally always agreed to 
print anything I felt should be writ- 
ten about a game, both the good and 
the bad. I will miss him. 


EEO 
Greyhound’s quality, reliability, and graphics are superior. 
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By 
Roger C. 
Sharpe 


A look at home trends 


Since 1975, I’ve reported on that 
twice annual gala, the Consumer 
Electronics Show (CES). I remem- 
ber when none of the coin-op folks 
ever took the time to walk down the 
aisles of what, admittedly, was seen 
as an audio-intensive field. But 
things change; and, from the winter 
convention in Las Vegas to the 
summertime counterpart in Chicago, 
I began to meet more and more coin- 
op friends. 


But times keep changing, and 
the CES is no longer an adjunct coin- 
op showcase. In fact, the Las Vegas 
show in January showed that games 
are definitely out of the limelight. 
Still, there were some surprises that 
suggest possibilities in the months 
and even years ahead. 


First and foremost, of course, 
were the latest video cassette players, 
cameras, and sophisticated systems. 
And the digital audio disc phenome- 
non has been coming on strong. 


But, in the way of computer use, 
we can witness a steady, although 
minor, intrusion in the market. The 
libraries haven't made any appreci- 
able impact, but Rick Dyer has 
introduced the home version of the 
arcade Halcyon system he premiered 
at the AMOA last fall. This time 
around, RDI was in the Proton 
booth with a lavish display that 
brought interactive professional 
football to home players. Along the 
lines of Bally Midway’s effort of last 


year, with the NFL stamp of 
approval in evidence, Dyer has 
served up an attractive rendition. 


I give Dyer a great deal of credit. 
He hasn't stopped plugging, despite 
some coin-op related setbacks with 
the overall negativity attached to 
laser games. But Dyer, along with 
many others, still recognizes this 
medium isn't dead by a long shot and 
will, one day, have a major place in 
both the coin-op world as well as the 
home market. 


Elsewhere of interest to the 
amusement game industry was 
Nintendo still trying to carve a niche 
for itself outside the arcades. For 
quite a number of years this 
extremely successful manufacturer 
has managed to tap into the hand- 
held segment with some extremely 
ingenious game/watch combina- 
tions. Now Nintendo ts ready with 
an even greater enterprise. 


You may know it as the VS. 
System, which has helped position 
this game maker in today’s difficult 
coin-op world with the likes of a 
tennis, baseball, and golf and video 
pinball. Well, in Japan for the last 
few years, these same games have 
been the staple of an even bigger 
collection of titles that have helped 
propel an excellent system into a 95 
percent share of the home market. A 
market that still continues to grow 
and expand at an even rate without 
all the insanity that plagued events 


over on these shores. 

And Nintendo took the oppor- 
tunity at CES to see if the world was 
ready for its cartridge-based video 
game system that might make it to 
store shelves this spring. If the over- 
whelming reaction by visitors to the 
booth—day after day—was any 
indication, the company might just 
have a true winner on its hands with 
a product that most felt had run its 
course. However, the cartridge- 
based video game system shouldn't 
be wildly dismissed. After all, there 
is another generation of young- 
sters waiting in the wings for pure 
toys and game-type entertainment. 

Further proving there might be 
some life left in this type of home 
entertainment, Atari (new owner- 
ship and all) still found room for a 
wall display of 2,600 system car- 
tridges. Parker Brothers, as an out- 
side developer of software, also had 
some product for game systems on 
display along side of some computer 
variations and even an HS version 
of that old time favorite, Clue. 
Although, in the weeks that have 
followed the show, the rumors and 
releases have already surfaced that 
General Mills might be listening to 
any feelers for prospective buyers of 
this part of their business. 

Another manufacturer, which 
has ridden the games roller coaster, 
is Coleco. Take away a Cabbage 
Patch, and this firm doesn’t resem- 
ble the media superstar of just two 


Besides Nintendo and Konami, the influence of coin-op 
product was extremely limited. 
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years ago when ColecoVision took a 
game hungry world by storm with 
some excellent graphics and a full 
collection of arcade-licensed favor- 
ites. Just a day before CES opened its 
doors, the Connecticut-based com- 
pany announced it was pulling out of 
the computer business and backing 
away from the ill-fated Adam. But 
the booth was in place just the same, 
with a number of new games and 
other software. The only problem 
was that the games and. machines 
outnumbered the visitors who 
bothered to stop by. 

But it all wasn’t doom and gloom 
in the computer side of home busi- 
ness. Atari was once again in atten- 
dance, bringing out a family of per- 
sonal computer models, along with 
promises for more regarding the 
new Atari. Commodore wasn’t too 
far behind with announcements of 
its own and some new models to 
show off. However, the big news 
was from Japan as the long awaited 
MSX standard made its way in a 
major style for the first time. 

This leading format in the 
Orient features many of the names 
weve come to associate with the 
audio and video industry—such as 
Sony, Panasonic, and others. And, 
along with their hardware units, 
there was a full complement of soft- 
ware titles. 

Leading the way in this arena 
was another arcade name stalwart— 
Konami. With Ben Har-El at the 
booth taking visitors from one 
visual wonder to another, Konami 
had almost two dozen selections 
available, including Track & Field 
and other coin-op notables. 

As a low price alternative for the 
next surge of personal computer 
buyers, MSX has a good chance to 
capture some of the market away 
from Atari, Commodore, and less 
sophisticated systems. The only 
question is just how big the push 
might be when the manufacturers 
are ready to hit the streets. 

Besides Nintendo and Konami, 
the influence of coin-op product was 
extremely limited. Sega managed to 
get some space in the Simon & 
Schuster Booth, a cousin in the Gulf 
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& Western Family, but somehow 
the likes of a Congo Bongo and Up 
‘n Down in upright arcade models 
alongside computer software ver- 
sions, just seemed to fall flat. The 
reaction wasn't all that different at 
Parker Brothers where O*bert’s 
Qubes and a third creation in the 
Star Wars saga, tended to be over- 
shadowed by the company’s an- 
nouncement of a VHS-format video- 
cassette version of the long time 
popular board game, “Clue.” 

After a few stormy years when 
arcade games were riding the crest 
of demand for home users, this show 
dramatically reinforced just how 
much of an effect has been lost. 
Admittedly, there were offerings 
from software firms that owed a 
great deal to some coin-op machines 
the past few years. After all, it’s 
difficult for even the home market 
manufacturers to totally abandon a 
resource that had done so much for 
almost every computer/game ma- 
chine/software company in terms of 
each one’s relative success. 

However, now the direction and 
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KIDS-LOVE OUR EGGS 


Dispensing our popular and exciting 
toy-filled egg capsules is fun 
and profitable. Contact us for 

equipment and supplies. 
Toll-Free 1-800-EGG SHOP 


( { ( ) INNOVATIVE 
INDUSTRIES, 
1 INCORPORATED 


2605 Grand Ave. * Carthage, MO 64836 
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prevailing trend points to the over- 
whelming emphasis on developing 
keyboard add-ons and complemen- 
tary software, along with an out 
pouring of trivia-inspired titles that 
should effectively kill both cate- 
gories due to the saturation. Where 
the new ideas will come from is any- 
one's guess, but CES Winter 1985, 
which attracted over 100,000 people, 
set the tempo for what we'll be 
seeing in the coming months. 

As is the case in coin-op, this 
allied industry is attempting to 
retrench and stimulate interest in an 
abundant stream of products that 
happen to blend together because of 
their lack of originality or variation 
from an established norm. Maybe 
both fields have reached a junction 
where there can be some mutual 
learning in a transition process that 
promises to weed out the survivors 
from the also-rans. If the scenario 
sounds familiar, it is. That shouldn’t 
be all that surprising when you stop 
to consider the overlap of home and 
arcade destinies in the scheme of 
things. e 
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A new flipper game, Lady 
Sharpshooter, has been introduced 
by Game Plan, Inc. of Addison, 
Illinois. 

According to company officials, 
this new cocktail pinball has an 
optional extender base kit which 
converts the cocktail unit into an 
upright console style cabinet for 
stand-up play. 

The player appeal features in 
Lady Sharpshooter include lightning 
fast play action, skill shots, bonus 
multiplier to 1OX values, graphics, 
and spinner access to top. 


sharpshooter | get your 


Innovative Concepts in Enter- 
tainment, Inc., the Tonawanda, 
New York, manufacturer of the 
popular Chexx hockey game, intro- 
duces Kixx, a two or four player 
soccer game. 

Steve Bernstein, vice president 
of sales and marketing at ICE, 
stated, ‘Based upon the test results 
and overwhelming response from 
Operators, we are encouragd about 
the games’s potential. When we 
introduced Chexx, we had no record 
to rely on, and operators had no 
exposure to a game like Chexx. 

This time, after over two years 
on the market, operators can look at 
their experience with Chexx, and 
draw very favorable conclusions. 
They are looking to Kzxx to do even 
better for them. We have had great 
response from distributors. Sizeable 
commitments are being placed. 

Initial orders went out during 
the latter half of April. The game 
will be available exclusively through 
ICE’s established distributor net- 
work. 

Kixx has a rotation-molded, 
high impact plastic base impervious 
to spills and kicks, superior to wood 
or partical board. The dome is a 
lexan material which can take a 
tremendous amount of abuse and 
not crack, and protects the game 
from vandalism. The electronics are 
state-of-the-art solid-state circuitry. 


Nichibutsu USA has introduced 
its new game Roller Jammer. Set in 
the world of Roller Derby, players 
take control of the Jammer, the 
hometown hero and play against the 
“Big Bombers’ and the current 
world champions, the ‘Rail Rebels.” 

To qualify, the player skates his 
fastest time, weaving between flag 
poles. Next, in the novice class race, 
the player has to pass 30 men to 
advance to the next level. 

There are three levels of play in 
the games—novice, amateur, and 
professional—and three different 
qualifying races. 

The game is available as an 
upright video. Complete informa- 
tion is available at all major dis- 
tributing outlets. 


PLAY METER, April 15, 1985 


Lynx 


The Valley Company of Bay City, Michigan, has 
added a new pool table to complement its Cheyenne 
Cougar. The new table, Lynx, features a number of 
design innovations, says a Valley spokesman. 

“This new table is the result of our belief of a few 
years ago that the coin games operator would be 
looking for an alternative to what the industry was 
then offering,’ said Chuck Milhem, president of 
Valley. | 

The Lynx meets that need for a competitively- 
priced table that still delivers a high level of quality 
and durability. This new table is an opening for those 
operators who want to move into, or expand, their 
pool table routes, but who have not been able to do it 
because of financial constraints,” he continued. 

“Or, in some cases, an operator may have a loca- 
tion that doesn’t warrant a premium table, but he can 
place the Lynx in such spots and still be certain he will 
have a durable, profitable source of income,’ he 
continued. 

Milhem added, “This new table also presents an 
opportunity for distributors who can now provide 
their customers with a choice of tables—the Lynx or 
the Cougar. 

He said another important factor is the Lynx 
allows Valley to introduce on a production basis some 
new features they've been field-testing for some time. 

Initially the Lynx will be available only in the 
Model 32 (93-inch) size. 
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Memory 
Challenger 


Hi-Country Manufacturing, Inc. of Durango, 
Colorado, has introduced Memory Challenger, its 
newest non-video game. 

Memory Challenger takes memory and hand 
coordination to match the color sequences given out 
by the computer. The more sequences the individual 
can match, the higher his score. If the player can 
achieve a score over 210, he gets a free play. 

Priced under $750, Memory Challenger can be 
placed on a counter or on a stand. 

For more information, contact Hi-Country 
Manufacturing, Inc. at 187 County Road #250, 
Durango, Colorado 81301. Telephone: 303/259-3889. 


Quarters 
Only 


« 
TEST YOUR 
MEMORY 


READ INSTRUCTIONS 
BEFORE DEPOSITING COIN 
1. Repeat what the machine 

Soes by e 

gris in paytead — ee 


2. A delay of more than 3 seconds 

Guring play wilt terminate your score 
3. Free play (Score over 210) 
4, Insert coin and start 
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Brooks Line 


Kiddie Rides USA recently 
reached an agreement with the 
Brooks Company of England to be 
its distributor in the US. 

Kiddie Rides USA will increase 
its selection of available rides by 
adding the Brooks line of kiddie 
rides. According to marketing 
director, Melvin Laforce, the new 
pieces play heavily on the outer 
space theme, which is appealing to 
children. Two of the new rides have 
been purchased by the corporate 
office of Showbiz Pizza place 
restaurant for each of their company 
owned stores. 

The majority of the Brooks line 
follows a unique space theme, such 
as Alien Invaders, Alien Intercep- 
tors,and Draakon Marauders. There 
is also a special ride for tots called 
Star Chaser. Brooks has developed a 
new car, Super Car, that gives the 
feeling of being in a space vehicle. 

“You have to see these rides to 
believe them,’ emphasizes LaForce. 
“They are the strangest looking 
pieces, yet the kids are wild about 
them. They actually look like space 
monsters. Some of the Brooks rides 
come in both hydraulic and standard 
mechanical versions. According to 
LaForce, Brooks factory is making 
the new units as fast as possible to 
supply the stateside demand. 
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The J.F. Frantz Manufacturing 
Division of Johnston Products Com- 
pany has introduced Big Top, a 
gumball vendor. 

Combining the mass appeal of 
bulk vending with the repeat play of 
the amusement industry, this low- 
priced, non-electric game requires 
only four square feet of floor space 
which makes it ideal for all vending 
and bulk type locations. 

After inserting a coin, the cus- 
tomer hears the gumball, candy, or 
other bulk product rolling down the 
chute. Along with the prize, he gets 
ten shots at the changing targets for 
a score. 

The bulk section of this equip- 
ment holds approximately 1,000 
units and vends with every play. Asa 
vendor, only vending license fees 
should apply. 

Playing time for ten shots is just 
ten seconds, and with the bulk vend 
section, repeat play of this new con- 
cept has more than tripled the gross 
return of the typical Frantz gun 
game line, a Frantz company 
spokesman said. 

For additional information, call 
toll-free 800/447-6768. In Illinois, 
call 800/322-0685. 
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P.G.D., Inc. of El Cajon, Califor- 
nia, 1s offering Complex X, a dedi- 
cated P.C.B. kit or E-prom kit for 
Qix, Zookeeper, Space Dungeon, or 
Electric Yo-Yo. 

The game begins with Ernie, the 
player-controlled character, sitting 
in the bottom of a nuclear reactor. 
He must escape through the exit at 
the top of the screen, but he’s being 
pursued by nasty nuclear bugs. At 
the same time, the reactor is filling 
up with radio active soup, and Ernie 
can only hold his breath for so long! 

The kit includes either one com- 
plete set of E-proms or a CPU beard, 
new marquee decal, control panel 
overlay, an eight-way joystick 
assembly, instruction stickers for 
buttons, new buttons, and complete 
instructions and manual. 

Operators should contact their 
local distributor or P.G.D. at 619/ 
449-9010 for referral. 
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ON THE STREET 


Dy 
Dill 


Kurtz 


ombatting the threat of 


location owned equipment 


One of the negative side effects 
of the 1980-82 video boom was that 
some location owners, seeing how 
much money video games made, 
started thinking in terms of owning 
their own equipment. 

“If I owned the game,” some of 
them thought,” then I could keep all 
of the quarters myself instead of 
giving my operator half of the take 
just for emptying the cashbox once a 
week.” 

Auctions made it simple for the 
owner of a neighborhood tavern to 
buy an Asteroids for $150 and 
replace the operator's games. Even 
the basics, like jukeboxes and pool 
tables, were bought by location 
owners who decided it’s more pro- 
fitable to own their own machines 
than share the revenue. 

It's not easy convincing some 
location owners that they’re better 
off paying for your services than 
owning their own games. “There 
isn’t a heck of a lot you can do,” said 
David Solish of Darvin Amuse- 
ments, a California street operator. 

While the threat of a location 
buying its own equipment isn't as 
common today as it was a couple of 
years ago, it’s nevertheless a pro- 
blem that operators still face. 

Solish said many small locations 
like Laundromats and candy stores 
bought their own videos more for 
their own personal use than for the 
business where the games were 
operated. “It’s a way to buy a 
machine without paying for it,’ 
Solish said. “When the game’s paid 
for, the location owner takes it home 
for his kids.” 

Other small locations bought 


their own equipment simply because 
no operators were willing to service 
them. A barber shop, for example, 
where an established operator 
would be reluctant to place even a 
filler game—that’s the kind of loca- 
tion that the owner may have no 
alternative but to purchase his own 
machine. 

According to Solish, operators 
who are still sending their locations 
Defender and Galaxian are making 
their customers think twice about 
the value of dealing with an opera- 
tor. Solish says operators—who 
don’t change records, rotate videos 
or clean pinballs, who, in effect, take 
the easy way out—are encouraging 
locations to buy their own equip- 
ment rather than pay for mediocre 
service. 

The more things change, the 
more things stay the same. Even 
today the key to retaining one's 
locations is service. An operator has 
to convince his customers that the 
quarters he’s collecting in the loca- 
tion are paying not only for the 
game but also the operator's knowl- 
edge, expertise, and service. 

“You provide the information 
about he industry to let them run 
their own business full-time,’ Solish 
said. ‘If you're as dumb as they are, 
they don’t want to pay for your 
stupidity.” 

Location owners don't think 
about rotating games, for instance, 
when they buy their own equipment. 
Their new Pac-Man may make $75 
the first week it appears, but that 
amount will drop rapidly, especially 
if the location has a lot of regular 
players. 


Equipment repairs are another 
point to consider. Chances are pretty 
good that the owner of a pizza par- 
lor who buys his own Frogger wont 
know how to fix a faulty MPU 
board. 

And remind your customer, if he 
is considering buying his own juke- 
box, that records cost almost $2 
apiece. That can add up pretty 
quickly, not to mention the bother of 
selecting and picking up the discs in 
record stores. 

Let your customers know there's 
more than meets the eye to having 
amusement games in their locations. 
Explain that your share of the collec- 
tions pays for service and mainte- 
nance, and provides the capital 
needed for you to buy new games to 
attract more quarters from players. 


You're experienced at operating 
amusement games—your customers 
are not. If you let your customers 
know about the advantages of your 
company’s service—along with the 
disadvantages of owning their own 
games—you may be able to keep 
these locations as customers. 


But more than just explaining 
the advantages of having operator- 
owned equipment in the location, 
show it. Through your service, you 
can demonstrate that you are more 
than worth your revenue split. 


Make a show in the location on 
how you clean the equipment, how 
you check to make sure it functions 
properly. Show the location there's 
more to operating a game than just 
owning it. 

That's good business. 

That’s salesmanship. e 
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GLASSIFIED 


ADVERTISING 


SAVE $2000 


Bally Midway Bank Panic 
Dedicated — $2495 
Buy the Kit - $495 


Video Ware, Inc. 


“The Operator’s Distributor” 
600 Clover Street 
Los Angeles, CA 90031 


213/225-1337 
Telex: 295379 TABLEBVISION 


MINIATURE 
GOLF 7S. 


MINIMUM INVESTMENT 
MAXIMUM PROFIT! 


A 
ENTERPRISES * INC. 
Lomma Building, Dept. 105, Scranton, PA 18505 
717/346-5559 


NDNA ss 


LOUISE’S HARNESS SHOP 
Rt. 3, Box 
Prattville, AL 36067 
Video Game Harness and 
Donkey Kong Monitor 
Conversion Kit 
Prices start at $15.9 
Write or Call 


205/365-1841 
SSS 


TOMM’S 
All video P.C. boards repaired at a flat 
rate—$30 plus parts. 
All work guaranteed. 312/342-4420 
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PAYPHONES—$55 
As extensions or add kit to require 
coins $98. Or ready to profit from St 
$295. Genuinely F.C.C. registered! aa | 
Our electronics has been used in 5 oe 
other manufacturers. Free 911, § 
timed calls. Also, expecting entirely 
self-programmable long distance 
unit. 608/582-4124 anytime 


FOR SALE 
Nintendo Punch Out!! (4) 
$1,375 each 


Wanted: Atari Pole Position II 
& Pole Position II kits 


718/634-8040 


TOTAL SATISFACTION WITH OUR 
VARIOUS VIDEO GAME P.C.B.’s 


All with the best prices, top quality, huge quan- 
tity, high reliability and fast delivery. That adds 
up to Total Satisfaction. Contact us right away: 


HYUNDAI INDUSTRY 


197, 3KA, Eulchi-Ro, Chung-Ku, Seoul, Korea 
Phone: 265-2764, Tlx.: K29617 PHILCO Fax: 274-2846 
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APRIL SPECIAL 


Bally Midway Bank Panic 
and 


Konami/Centuri Mikie 
Both for $695 


Video Ware, Inc. 


“The Operator’s Distributor” 
600 Clover St. ¢ Los Angeles, CA 90031 
213/225-1337 @ Telex: 295379 TABLEVISION 
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THE NEW 
“EVERYTHING 
MACHINE;: 


Video Ware Inc. Es El Aauor Exportador 
De P.C. Boards En Toda Latino America!! 


MAS DE 3,500 P.C. BOARDS EN STOCK! 


Flevator Action @ Track & Field @ Ten Yard Fight @ Time Pilot © Cpa Baseball 
Bomb Jack @ Mario Bros. @ Pac-Man Junior @ Moon Patrol . . Y Muchos Mas!!! 


LE OFRECEMOS LOS MEJORES PRECIOS Y SERVICIO. 


e Vendedores De Habla Hispana e Squematicos Completos. 
® Technicos De Habla Hispana e Despacho Immediato!! 
@ Cada P.C.B. Controlado Antes Del Envio. 


VIDEO WARE, INC. 


America’s Largest P.C. Board Dealer 
“The Operator’s Distributor” 


600 Clover Street @ Los Angeles, CA 90031 
213/225-1337 @ Telex: 295379 TABLEVISION 


Proguntar Por Cecilia 


Model ET 


It SORTS 
It COUNTS 
It WRAPS 
It BAGS 
All Denominations 
All In One Machine 
Call or Write For Full Details 


KLOPP 


INTERNATIONAL, INC. 


INFINITY 1 


The Game Of A Thousand Faces 
NEW GAMES COMPLETE $495 (F.O.B. Chicago) Pinellas Park, Fi 342900708 
KITS—While they last! Call for 1985 kits 


All laser games available from $495. Call for current price!!! 


Bank Panic (new ’85 games) ........... call Bomb Jack ........._........ call 

Taxi (new A OA). cs eee call Fighting Basketball................--. $495 

Sailor (new ’85 game)..............--+- call ProGok........ ......... 395 BIG S ALE 

Fire Battle (new ’85 game) ............. call Usvs Them ......-...............:. 395 

Street Heat (new ’85 game) ...........- eal Vulouws............ 395 

a .lmrmlti“‘i‘C*O*OCOC*™*C”C#C#CO#CO#OCNCO#®S:COW#LLL.... call Nova 2001 .....--... ee ecto e--s- 295 

Von Vara Pigalle s ce. call if Pilistier. 3. ge. ise: 295 Jacks to Open (used) _. $ 945 
Tag Team Wrestling.................-. cal Mr Do's Castle .................... 250 

Higa Fichter... ...................... call Lady Bug (board)..................... 75 Punch Out!! (used) 1495 


Vie Ar Mung ru... 5... ee call Laser games are available starting at.. 495 
*IC Chips available 2764, 128 


PROM 8200 PROGRAMMER fe aloo aia 
Bi-polar E PROMS, up to 512K it Boss (used) 
9 ° ° 
e Write your own program & replace your own Do!’s Wild Ride 
IC’s. : : 
e Intelligent programming algorithm, 20 seconds Do!’s Wild kit 
needed only to finish 2764 copy. Ms. Pac-Man 
Check, Verify, Read, Write, and Modify the 


Spy Hunter (used) 


PROM/EPROM in the programming mode. Centipede 

e Examine, Alter, Move, Fill, Upload, & Down- Agent 777 (used) 
load the memory contents in the data mode. : 

“@ 32Kx8 dynamic RAM buffer with powerful Kung Fu Yie Ar 


memory handling capability from keyboard. 

e Allows data transfer/combine/separate from 
one PROM/EPROM type and size to another 
PROM/EPROM type and size. 

@ One RS232 port, for linking to the computer 
to upload/download data. 

. @ Simple to operate, over current indication, 
automatic check-write-verify sequence. 

e Fully portable for field or in-plant use. 

One full year guarantee. 


312/ 280-7610 


Anniversay Special 
7 amp Power Supply - $39.” 
Buy 10 - $34.95 


Galaxy Distributing 
4210 S. Peoria 
HOFFMAN INTERNATIONAL Tulsa, OK 74105 


600 N. McClurg Ct., Suite 309 ¢ Chicago, IL 60611 918/749-0915 
Telex: 280208 Hoffmn. Int. Cgo. 
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MONTGOMERY VENDING, INC. 
(401) 946-2070 / 946-2077 


New Release 


u 
x 
= EIGHTIES 
ACTION ~“ 


New Release 


C NKEY KONG 
1 SGENTIFEDe CONE NKEY KONG JR. 
CONVERTS PACMAN 


Space Game 


FIRE 
MIKIE BATTLE OLDEN 


HORIZONTAL VERTICAL HORIZONTAL 


We offer competitive prices, service and dependable delivery. 
Visa & Mastercard Welcome 


Sse 5 
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WE WANT INDUSTRY GROWTH! 
WE WANT MORE BUSINESS! 


Play Meter gathers the latest and best industry information— 
all to make your business more successful. 


SUBSCRIBE TODAY - 504/488-7003 
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Second National Conference 


MAKING PAY TELEPHONES PAY OFF — 


June 13-14, 1985 
Chicago, Illinois 
Sponsored by BUSINESS COMMUNICATIONS REVIEW magazine this conference will 
provide you with: 
e revenue and cost information to assess profit potential 


specific information on how to establish a successful pay phone route 


insights on how to select the right pay phone system... and avoid making 
a major mistake 


accurate and unbiased evaluation on the past year’s performance of the 
pay telephone market 


AND MUCH MORE! ! ! 


For a complete conference outline, speaker list, registration information and 


brochure call toll-free: 
800-BCR-1234 


(in Illinois, call 312-986-1432) 


NEED NEW COCKTAIL TABLES AT 
COMPETITIVE PRICES? 


Why not convert your old Pac-Man or Donkey Kong table 
to the #1 money taker available today! 


WIN Nw 


The exciting new EIGHT BALL ACTION game. 
Cocktail conversion kits available now! MONTGOMERY VENDING INC. 


The price is right! Your tables will look GALL. (404 )946-2070 
and play like new. Kit includes new (401)946-2077 


graphics and 2(8 way) joysticks. FOR IMMEDIATE DELIVERY 
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ADULT VIDEOS...BETTA or V.H:S... 
$19 each. Factory sealed packaging... 
Guaranteed. MR. VIDEO, Box 701, 
Hightstown, NJ 08520. 


POWER 
SUPPLY 


CLASSIFIEDS 


Sony 7 amp - $29 
1 or 100 


Call now 
while supply last. 


Video Ware, Inc. 


“The Operator’s Distributor” 
600 Clover Street 
los Angeles, CA 90031 
213/225-1337 
Telex: 295379 TABLEVISION 
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KIT SALE 


PUKIG 6. in, $395 Joye riot 34........... $245 
Povo lack............. 425 Elevator Action..._...... 395 
Super Basketball........ call Piped 2O0C te. 295 
TC Yard Fight........... 445 Hero in the Castle 

70-Vata Fient US........ 495 Oeoot............. 245 
Tag Team Wrestling..... 245 Dankey Kong lll........ 125 
Champion Baseball Il ... 295 Do Kun Run........<.. 345 
Champion Baseball ..... 125 Mr. Do!’s Wild Ride .... 245 
Motorace US.A........, 225 65S 5. ee k., 395 
Tjek GIGI... 1... 225 Ue 6. 395 
Misti IOS, ...... ssi es 295 PG on 295 


uve Pilot... ........... 145 Cloak & Daccer ........ 345 


Many new kits arriving weekly. 


All other conversion supplies you'll 
ever need at the lowest prices 
you ll ever see. 


SOO VALLEY VENDING 


440 6th Street NW 
Sioux Center, IA 51250 
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LOCATION READY 
SEVERAL OF EACH 


AVAILABLE 
BALLY 
Bisck jack. $295 
Power Play .......<.. 295 
Sirikes M Spares..... 295 
Pol Knievel... .....— 395 
Losi Word ......... 395 
Mala liar .....-.... 395 


Six Million $ Man... 395 


GOTTLIEB 
Charlies Angels ..... $295 
Cleopata.-......... 295 
Close Encouners 295 
Pik... 295 
loner POker......... 295 
Pinball POOl......... 295 
Binoad ......-:s.5.. 295 
Boal Kide ..... 295 
Totem .............. 295 

STERN 
Memory Lane....... $295 
Sicis.............. 295 
Dracula ............ 395 
Ca 395 
Poettiana .......... 395 
lectronomo......... 395 
Meee... 39) 
NMIiGlEOr............. 395 
Ti@ent.............; 395 
Wil TYTE... ee wee 395 

WILLIAMS 
Piet tig... .......... 295 
LUCKY SeVEN ........ 295 
Weld Cup . 2.12... 295 
Disco rever......... aos 
PROGCNIX ...24.:2.55; 395 
Tie Walp .<....:.. 395 
TZOne............ 395 


Top Music & Amusement 
3656 Government Blvd. 
Mobile, AL 36609 


205/661-2020 


& 
° ° 
ite 6 
* 
. @ 
Ps 10719 Burbank Blvd. @ No. Hollywood, CA 91601 : 
cd * 
@ 818/508-7902 e 
: TELEX: 6502515199 MCI e 
ee : ° 
4 Introduces our own comparison chart to be as 
: helpful tool to aid you in deciding which Faco @ 
> West kit is most suitable for you. : 
z Preferred Location: 1) C. Store 2) Arcade 3) Tavern 4) Rec. Area or Resort @ 
& Estimated : 
sy Average Location & 
@ . Gross Suggested Life Preferred 
@ T Rate Income K.O.!. Retail In Weeks _ Location 4 
@ ‘ie Ar Kung Fu 10+ $150 - $450 9 weeks call N-A All 2 
. 2-player 10-Yard Fight 10 $100 - $220 9 weeks call 10 - 20 All @ 
1942/Williams e 
- Our Projection 10 $ 80 - $300 14 weeks call N-A All S 
e Excitebike/Nintendo 10 $100 - $300 14 weeks call N-A 1&2 e 
& Bank Panic oF $ 75- $175 8 weeks $ 445 N-A All z 
a Triv Quiz/Status Q+ $ 60 - $200 10 weeks call N-A 3 e 
= Aeroboto/Williams 8  $70-$200 12 weeks call N-A All e 
e Super Basketball 7+ $ 80 - $160 11 weeks $ 745 6 - 12 All e 
Little Hustler ad 
: comparable to e 
: Eight Ball Action 7 $60 - $120 «6G weeks} (275 B- 20 All & 
® Tag Team Wrestling 7 $ 70 - $125 6 weeks $ 375 8 - 20 12&3 e 
% Motorace U.S.A. i? $ 60 - $120 8 weeks $ 395 6-14 All . 
e Ring Fighter 7 $ 50 - $100 10 weeks call 4-16 All 6 
: Track & Field 7 $ 50-$110 11weeks $ 375 4-15 All 6 
@ He Adventure 2001 6. 6 ost 7weeks. $395 N-A All ® 
% Champion Baseball I! 6 $ 40 - $120 10 weeks $ 395 6 - 12 All ng 
e Professional Golf 6 $ 40-$ 80 11 weeks 5 395 10 - 15 All 2 
: Do! Run Run 6 $ 45-$120 10 weeks $ 375 8-15 All 2 
z Bomb Jack 6 $40-$75 16weeks $ 495 4-10 All 4 
® Street Heat 5 $ 30 - $120 18 weeks $ 645 N-A All © 
@ Mikie 5 $ 25-$ 80 15 weeks > 375 2- 5 All 2 
* 
@ Faco West AR e ae Ont ae will not fall below the estimated average gross income ad 
@ period o ays of date of purchase or your money back. 4 
$ 
00 0000000000000 O0OOOOOOOOOO8000000C 8 CO 
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It’s the solution 
operators have been 
waiting for! 


A simple software kit for all Pac-Man, 
Ms. Pac-Man, and others. It’s a two player 
game with a light space theme. Multi-level 
screens filled with fast action and excite- 
ment. 


No soldering 
No desoldering 
No jumps 


No etch cuts 
to board (P.C.B.) 


Call for details 
or contact your 
local distributor 


INTERNATIONAL INDUSTRIES, INCORPORATED 


3000 Mingo Trail ¢ Longwood, Florida U.S.A. 32750 © 305/ 834-7734 


ALPHA-OMEGA SALES 


1000’S OF GAMES @ QUALITY GAMES @ LOW PRICES @ EXPERT ADVICE 


NEW GAMES 
Kixx, Kung Fu Master, Marble Madness, Little Casino II ($1,295), Tactician ($750) 
Video Trivia ($1,595), Space Shuttle, Ice Fever (pin) 


LOCATION READY SPECIALS (Location Ready Specials continued) (Conversion Kits continued) 

Bay PACIMIGN, . 5c oe cee cess 325 le ee 325 Rank Panic... 6.66 495 
“Bee fone... ss... es, 225 Siar Rider laser)... 2... 595 Cloak & Dagper .........1........... 275 
Champion Baseball .................- 625 OE 795 Crystal Castles .............5.... 495 
Coma Commaie...............:.... 1295 LOOKCCOR!........... ............:- 525 Champion Baseball ll...........,.... 395 
CYVOSSDOW. . 5... ................. 1995 Dol Kao Run... 395 
Cyysial Casties °F... i.e, 795 Sireet Fieat = tj ast 595 
Dragons Lai... ........... ee... 595 CONVERSION KITS Tag team Wrestling ..........:...... 375 
ir Pac-ian 8k... ks. 525 8-Ball Action Track & Field. nn oi ei, 395 
M.A.C.H. 3 upright)................. 595 (for Donkey Kong or fr.) ............ $ 345 Video IriVid........ isc, 645 
MS. PAC TAA 8 ees 795 8-Ball Action Vie Ar Kung fU.....2....-..2..... 3. 825 
Pac-Man Of FIUS..-. 6. ae e.. 325 Or Pa Ma) ge. oi oc es 445 Creyounc 4-in-1 Poker ............... call 
Obert... 4 395 


PINBALLS Reconditioned 


Black Pyramid......... $1205 Hulk... ............ 39> «6 bers Quest ....... S95 Kings of Steel......... 1295 
Caveman ............; 595 jacksto Open ........ S95 «(Siiverball ............. 305 «Skdleba 695 
Counidown........... Soo «Kiss... S70 «=4SDGakGdsy ............ 795 Shafo Shooter il ...... 895 
Farieia .........:.... 995 Laser Que............ Mo KG OS... ........ 995 Super Orbit..... oo . 895 
Grand Slam........... 795 Mr. & Mrs. Pac-Man... 695 


The Operator’s First Choice 
6 Sutton Place @ Edison, NJ 08837 


Call for Complete List 
Call Joe or Frank — 201/287-4990 


3 PLAY METER, April 15, 1985 


North California’s 


Video Connection 
Lowest Prices on 
Conversion Kits & PC Boards 


Yie Ar Kung Fu 

Super Basketball 

Birdie King II 

Midway Galaga (complete) 
Up ’n Down 

Triv Quiz II 

Street Heat (for Donkey Kong)... 
Jr. Pac-Man 

Do! Run Run 

Mr. Do!’s Wild Ride 
Mario Bros 

Donkey Kong III 

Tag Team Wrestling 
Bank Panic 

Bump & Jump 

Food Fight (complete) 


Greyhound Poker 
(quick kit for Defender) 


Plug in Poker Kit for Galaxian 
or Pac-Man 


BUY @ SELL @ TRADE 
VIDEO CONNECTION 


930 Jeffrey Lane, Dixon, CA 95620 
oh ssi eatin sh 


WANTED 
USED PC BOARDS 


CALL FOR QUOTES 


Eldorado Products Ltd. 


14816 Main Street 
Gardena, CA 90248 


213/516-9525 


LSPS PPDPPPPPPAAIAPIAIAAAIAASA SASS SSAS LSS LZ SLISSSSSASASSSSSSS SSS. 


NEED CASH? 


WANTED 
Packard Wall Boxes and Packard 
Music Boxes. KING DISTRIBUTORS, 
378 Granite Street, Quincy, MA 02169. 
1-617/471-0050 


WANTED 


New pinball playfield 
screened and scored, 


with or without hardware. 
Send list with prices to: 
BELLECO 
21 Heather Drive, Plymouth, MA 02360 


WANTED 
Old slot machines. Call Jack McLeod 
800/854-7068 © 619/487-5795 


SASSAAIDSASLAILAA AAs 


ATTENTION 
ARCADE 
OWNERS 


Ride Simulator (SR2) 

Doron Precision Systems 
in excellent condition. 
Originally $85,000— 
only asking $25,000 

Two complete 8 car remote control 
systems by Alter Enterprises 
in good condition. $15,000 each. 
Originally $25,000 each. 


SOUTHERN 
AMUSEMENT CoO. 


4530 E. Virginia Beach Blvd. 
Norfolk, VA 23502 


804/855-1951 
Attention: Joseph Vita 
SISALLLLLALALA AA AHA 
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Health and Fitness 
Compuvend's Stressalyzer 


Money Maker 


Average $150 
per month 


1 square foot 


Compatible with 
heart rate units 


Distributors 
wanted 


COMPUVEND 


6000 Reseda Bivd., #Q 
Tarzana, CA 91356 


Call collect 818/708-8985 


SS SSS SSN 
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GAMES FOR SALE 


Whirly Buckets w/dispensers.... $750 ea. 
Bomballs ................., $2000 ea. 
Whac-A-Moles ............. $3000 ea. 
Fernandez Fun Factory 
Jean - 808/682-5767 


Call Today 
For 
Advertising 


In Play Meter 


1-504-488-7003 


) am ) ame, 


PHOTO MACHINES 


WE BUY AND SELL 


WANT TO TRADE?. 


We Need Your Used Color 
P.C. Boards For Export 


LET’S MAKE A DEAL! 
VIDEO WARE, INC. 


“The Operator’s Distributor” _ 
600 Clover Street @ Los Angeles, CA 90031 


213/225-1337 


Telex: 295379 TABLEVISION 


CHEMICALS, FILM, PARTS 
BEST PRICES GUARANTEED! 


ED HANNA 
PO Box 290777. Davie Florida 33329 


salle ee 5888 


WANTED 


Lucky Crane, Boom Balls, Philadelphia 

Skee-Balls, Triple Crane, Whac-A-Mole, 

Muppet Video, Hydraulic Kiddie Rides, 
Midway Shuffle Alley B/W 


WANTED Namco Shoot Away 
M & PAMUSEMENT CO. 
717/848-1846 
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DISTRIBUTORS WANTED hy was oat 
Would you like to know ° Buy direct from factory at whole- Advertising 
the lowest prices on the sale prices : In Play Meter 
@ Protected territories available S 4 


newest conversion kit? 


Get 
BEST PRICE GUIDE 


every two weeks. 


1-504-488-7003 
SSIS SISSON 


for stocking distributors. 

@ Factory lead service from ad- 
vertisements. 

e Equipment covered by $2,500,000 
insurance program. 

® Stop D.W.I. with our electronic 
Breath Alcohol Scanner. 


Call or write today! 


Horizon Distributors, Inc. 
P.O. Box 7095, Freeport, NY 11520 


916/379-4719 


BERZERK e FRENZIE 
DEFENDER e JOUST 
ZAXXON e STARGATE 
ROBOTRON 
Convert these old turkeys 
to money makers in minutes. 
No Soldering 


DISTRIBUTOR OPPORTUNITY _ ee 
iL ncludes new game 
Memory Challenger 


and 
TEST YOUR MEMORY 


For 6 issues send $11.°° to 


BPG 


333 N. Queen St., 
Kinston, NC 28501 
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control panel 


sn Se «oak & Metal Construction Sammie | | Video Ware, Inc. 
e Computer Controlled — ¢ Quick Return on Investment | | ag The Operator's Distributor 
e Wide variety of Locations 7 oan 600 Clover Street 
Los Angeles, CA 90031 
HI-COUNTRY MANUFACTURING, INC. 213/225-1337 


187 County Road 250 Durango,CO 81301 Callcollect (303) 259-3889 Telex: 295379 TABLEVISION 
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TORONTO, CANADA 


SAM BOTA YRC OULU PAA 
7%, 4A At ¥ My . la 
CAS, 3 OMA 

o§ Se Vy WW Ay 


C, 


= 
| 
—) 


\\ 


\ 
SUCCESSFUL ) 
BUSINESS 
OPERATOR 
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Direct from Japan 
New and Used 
P.C. Boards 


| 


SS — 
fj C————— 


You can relax |, EF 
V\ when you ayaa 
ADVERTISE 

IN 
PLAY METER 
We reach all your potential buyers. 
CALL TODAY 
504/488-7003 
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For further information 
CALL TOLL-FREE 
1-800/387-3749 
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SPRING PRIGE LIST 


WE'VE GOT WHAT YOU’RE LOOKING 


FOR AT THE RIGHT PRICE 


Plemics.....5...5.5- 19 
Movon Belt .......... 795 
Baoyrac-Man ....... 395 
es 495 
Baezone............ 195 
Brcening .......... 1695 
Biac« VIGOW......... 295 
Puck HOGEIS ......... 595 
BumOGJuMD........ 695 
Bircciime .......... 495 
Oe 295 
Ceioede ........... 395 
Champion Baseball 595 
Chexx Ice Hockey ..... 1195 
Circus Charlie ........ 595 
Cloak & Dagger ...... 495 
Congo Bongo ........ 595 
Cosmic Chasm ....... 295 
CasDOW ........... 1895 
Crystal Castles ....... 795 
Oe... ws 150 
Co 295 
Monkey Ong ......... 175 
Donkey Kong Jt. ....... 195 
Donkey Kong3....... 395 
Dragonslailr ........ 795 
Elevator Action ....... 895 
Precrex it) .......... 1295 
POOd igi ........... 595 
Poe. titi jj ts 215 
Poutne .......... 495 
Cloak & Dagger ...... 295 
Olvera caste. ....... 495 
OD oo es 295 
Champion Baseball Il .. 395 


Conversion Kit Duo Special: 


Electric Coin Counter 
Footease Relaxalator 


Bo eee 


The Game Exchan 


Galada .-... 215. ....: 795 
Galaxan..-......... 195 
Gon ....64........: 195 
Grand Champion (u/r) .. 795 
ovat... 195 
CViUSS ...,.........: 595 
r.S.s Olympics .:..... 395 
Mypersporis .......... 995 
gungle Hunt .......... 395 
JOUINEY 2... 4.5.25... 495 
JOUSU >. 6 te 295 
Kangatoo... 2 219 
Karate Champ ........ Call 
Riccar... 195 
Kosmik Kroozer ....... 595 
ou ee lL 695 
Lady BUG -........... 495 
Leet... 395 
bOOrpnG .........:.:. 195 
Losi Jomb> 295 
MACIL SU. ...... 795 
WAC. S(S/d)...... 1095 
Miaior avec... ...... 795 
Wake Wak te. 195 
Marble Madness ...... Call 
WanOwOs.... 595 
Megaecne ........... 695 
Midnight Marauder .... 1095 
Munpede 6s 695 
tee... ...... 395 


CONVERSION KITS 


DoRUN RUN .......... 395 
VIC AMMMG Fu... 7... Call 
Pi (SCn 395 


Moa Fignier =: 6... Call 


Do Run Run + Cloak & Dagger only $495 


Wr.DoRunAun....... 795 
Mr Dols Castle ....... 495 
Mr. Dol’s Wild Ride 695 
Monaco GP (s/d)...... 995 
Monie Carlo........_., 595 
Moon Patio!........_.. 595 
Motorace U.S.A. ...... 895 
MS.PacMan......... 495 
NFL FOOIbal ......... 795 
NintjaGUm 1695 
Paean 295 
Pachanwr.......... 595 
PengC.. ...... 2... 395 
Pioenx ...... 195 
Foe Fosition ....-... 1695 
Pole Position Il (S/d) .. 2195 
PIOGO.... ....... 4. 695 
Popeye... ......... 295 
Professor Pac-Man .... 595 
Pinpen Out. ........., 1995 
Qbet..-_,.. 495 
Quantim 395 
Maly Xo. es 395 
Return of the Jedi .... 1495 
FiObouOn ............ 295 
SatansHoliow........ 495 
DGIOsS 5... ek. 695 
SiiSier «5 695 
espace Age........... 795 
Space JUGEl .......... 195 
Nentendo Uni System .. Call 
mplee Moat. ......., Call 
MypeIGHOr............ 495 
super Puncn Ol. ..... Call 


SPECIALTY ITEMS 


(THE ORIGINAL) 


Space Dungeon ...... 
Space Invaders ........ 15 


Space Tactics (s/d) .... 495 
Spy Hunter(u/r) ...... 2195 
slaigaie ...... 195 
Siar Rider (sid)... 1795 
otal mek... 195 
sar Wars ... ... 695 
strength & Skill... . 695 
subroc 3-D (is/d)..__... 995 
Super Pac-Man ....... 395 
tacScan........ 195 
Tempest ......... 150 
Ten Yard Fighi2P 5... 895 
Thiel 2... 495 
Time Pilot... 6. 495 
Time Pilot 84 ..... 695 
Tin Star... 895 
HWacké& Field... 995 
MOO... 295 
Turbo (S/d) ....... 1195 
TUPOO UW) 6 995 
tuianktiam ..§...... 295 
TWO TIGRIS ........ ooo 
UpNDOWA ......... 895 
VS Tennis 2... 1995 
Wizatd o| Wor... 175 
WER. 695 
AGVIOUS..... |... 595 
ZayKOn 175 
ZOOKeeper.. ......... 595 
den. Yard Fight2 ...... Call 
Tag lGam.......... 395 
Wack & FiGid= 395 
‘WwOTiesS _.... Call 


Track & Field + Cloak & Dagger only $495 


.... 499 ~ NOMOn Happy Feet... tee = | Se ctor ll... wee 595 
.... 495 Norton Happy Hammer ........ Wes «~=s FICKET DiSpensers .............. 135 
,. Igo  NoOrOn High Bale . 0: 9 Gee WyOayo FO0sball......., 20.2. 395 


ge 


1289 ALUM CREEK DRIVE (our only office) COLUMBUS, OHIO 43209 e (614) 258-2933 


OUTSIDE OHIO 


IN OHIO 


1-800-848-1514 


CALL TOLL FREE 


1-800-848-0110 


(continued from page 54) 
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SEGAL: You should look somewhere between $180 
per month and up. Actually, $180 is pretty marginal. 
It’s just like the vending and games business; some 


locations are good and some locations are not as good. 


PLAY METER: How can you tell if a phone manu- 
facturer knows what he’s talking about or if he’s just 
selling a bill of goods? 

SEGAL: There are three questions I ask them. Just 
three, and | can tell. First, I ask if their phone has a 
stored rate table. Second, I ask if it’s true pre-pay. By 
that, I mean it doesn’t have any buttons the customers 
has to push; it works just like a Bell phone. As I said 
before, an example of a post-pay phone is where you 
put in your quarter when the party answers. And the 
third question is, if they say they re going to program 
the rate table for me, I ask how much ts the tariff from 
prefix X to prefix Y, and Ill have done my homework 
and know the answer ahead of time. 


PLAY METER: Are there any other questions the 
operator should ask? 
SEGAL: Ask for the FCC number of the telephone. I 
had one guy who told me it wasn’t important for his 
phone to be approved by the FCC. He said getting an 
FCC approval was like Underwriters Laboratories. So 
I knew with that one question right there the man 
didn’t know what he was talking about because all 
phones have to be FCC registered. 

And one other thing, beware of the quick sale. 
There are some manufacturers who got into this as a 
scam. So any operator who's going to get into this 
business has to do his homework before he plunks 
down tens‘of thousands of dollars. 


PLAY METER: Obviously, there's a diversity of 
state laws. Dovyou see this as good or bad? 
SEGAL: We think it's bad. I think pay phone equip- 
ment should be regulated by the FCC, like the FAA 
regulates airplanes. They don’t regulate airfares, but 
they make sure certain features are mandatory on all 
airplanes. For instance, all airplanes have to have 
wings and oxygen masks and seat belts and certain 
communication devices. The federal government can 
establish certain standards. 

Presently the FCC’s standards are too general. 
They should investigate what the public needs and 
make those features mandatory on all pay phones. 
Instead, that’s all left up to the state commissions, and 
they know absolutely nothing about pay telephones. 
They rely on their staffs, and their staffs rely upon the 
Bell telephone company as the experts. So, obviously, 
Bell is going to write tariffs that are self-serving. 
We're fortunate here in Illinois to have a favorable 


tariff. In some states you ‘can’t even afford to go into — 


business. When they put a charge on a phone call and 
put a low limit on how much you can charge, you can't 
make money. 


PLAY METER: Is operating telephones for every- 
body? 

SEGAL: I think a game operator or vending opera- 
tor can make some money if he has a favorable tariff in 
his state and wants to operate 50 or 100 phones in his 
present locations. On the other hand, the guy who 
wants to operate ten phones out of his basement will 
find it’s more trouble than it’s worth. And a large 
entity that wants to operate thousands of telephones 
in favorable tariff areas could do very well. 


PLAY METER: So you're saying pay phones ts a 
serious financial commitment. You can’t just buy a 
couple of telephones, like you can a couple of games, 
and stick them out there? 

SEGAL: It’s just not worth the trouble. It’s like the 
vending industry in that respect. It’s hard to make 
money being little, and it’s hard making money being 
medium. You've got to be healthy. 


PLAY METER: Would you say the security on the 
pay phones is good? 

SEGAL: The more expensive phones are built very 
well, as far as the security on them. Then again, there 
are some phones out there that are not built well 
enough to withstand the abuse they're going to get. 
And the less secure ones include the less expensive 
ones and some of the expensive ones as well. 

What you should look for is the locking 
mechanism, just as you do on vending equipment. You 
should look for the security measures the manufac- 
turer took to protect the coins in the box not only from 
a vandalism type of theft but also from employee 
pilferage. Look for cash accountability within the 
electronics of the telephone and some type of sealing 
device which keeps the money. 


PLAY METER: How long do you think it will be 
before this industry has the equipment it'll need? 
SEGAL: Within three to six months you'll see 
equipment out there that the public will accept. Right 
now the FCC regulates telephones based on where you 
can get electrocuted when you use it. But I think you 
might see the FCC step in because the regulations are 
so screwed up throughout the states. 

What happened was the industry opened up 
and moved a lot faster than the technology and the 
manufacturing were capable of handling. Of course, 
you could say there aren’t that many states that are 
opened up at this time; so maybe it’s right on schedule. 
But my recommendation would be not to sign up to 
buy 100 phones from anybody until you know you got 
a phone that’s going to work 100 perent like a Bell 
phone. I think you're gong to see a lot of changes 
coming in the next three to six months. And be: 
looking for it. 

My last bit of advice is simply be careful. © 
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THE ORIGINAL 
TAKES A GIANT 
STEP FORWARD 


, Don't be fooled by imita- 
tions. Only STATUS has the 13’ high resolution New long lasting 
original TRIV-QUIZ™ I, IL, color monitor metal cabinet 


and III. Now better then 
ever for more fun, more 


Power out, 
profits. 


a on and off 
a switch in back 


J 


Easy service 
from front . easy moving 
Easy eee ee SS ees mS! : 
conversion —————__——— aa * ge fs 7. Excessively large 
ability - oe ~~ “a : a locked cash box 
Easy to service Directional 
slide out electronics turn table 


* Longer lasting in 
location 


* Also available in tradi- 
tional upright cabinet 


* The most advanced 
computer game system 


Conversion Kits available 
for any style video game 
including cocktail tables. 


* Thousands of * Advertising feature 

questions in numerous 

categories * One or two players 

* Conversion Kit up- % Reveal or conceal ae 
dates available correct answer to players © COPYRIGHT 1984 


17A Culbro Park, West Hartford, CT 06110. Telephone: (203) 278-1397 


2901 South Higland, Las Vegas, NV 89109. Telephone: (702) 731-4940 
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Universal USA, Incorporated 


ST a A 
Universal! Sales Co., LTD, 1-7-7, Nihonbashi Horidome-cho, Chuoh-ku, Tokyo 103, Japan 
Phone: 03-661-6004, 6005, Cable: UNMANIFACT, Telex: J27348 (UNICO) 
Universal Europe, 81 Tottenham Court Road, London, WIA IEY, England, Phone: 01-631-1713, Telex: 892989 Elcoin 
Universal USA, Inc., 3250 Victor Street, Santa Clara, CA 95054 USA, Phone: 408-727-4591, Telex: 172247 (UNI USA SNTA) 
*Universal is a registered trademark of Universal USA, Inc. Se. , ©1985 Universal USA;iInc. Printed in USA 3 
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